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A Collection Plan That 
Produces Good Results 


By H. H. GRISWOLD 


President of the Ontario Telephone Co., Inc., and the Trumansburg Telephone Co., Phelps, N. Y. 


AN EFFECTIVE collection plan that is producing eral kinds of duties to perform, and 


P the manager is known personally by 
noteworthy results. May easily be adopted by other as ties of Oh cae teak fe 
companies at very little expense. Supply of inex- hard for him to always make the 


pensive forms and intelligent cooperation of em- — nan ae ait 
ee is my thought that the first 
ployes the only requisites. Address at annual meet- P 


requisite toward collecting our ac- 
ing of New York Up-State Telephone Association counts is to put our plants in proper 


condition to give real service, and 
then furnish a high grade of main- 


tenance; in other words, to furnish 
HE subject of collections has the continuous addition of taxes and such good service our subscribers feel 


been one of the outstanding other burdens from year to year they can’t get along without it. 
problems of all kinds of business makes it imperative that its ac- I do not want to infer that I have 
ag through the ages. Without counts be paid promptly. always been a good collector; quite 
t, the success or failure of any I believe that the average small the contrary. It has always been 
‘ss, regardless of its size or company is now doing a better job hard for me to say “no” and to refuse 
, depends largely on how wellits in every respect than in the past credit to anyone who asked for it. As 
tions are made. except in making collections. This, 1 a result we, no doubt (for properties 
» of the reasons the chain store believe, is largely due to lack of of the size we operate) have had the 
th us is that it always get courage to adopt some well-defined average number of bad accounts and 
money for the merchandise method or system. have charged off the average amount 
sold. The average regular merchant, It is, no doubt, easier for a larger each year. 
on the other hand, often has more company to do a better job in collect- We have, of course, been going 
money outstanding in unpaid ac- ing due to larger organizations of through trying times during the past 
counts than he has in his stock of specialized employes, who can be held four years. Like most of you, we 
merchandise. accountable for specific duties. In have extended credit where we 
The very nature of the telephone the case of the small company, its should not have done so, and have 
business—with its small profits and employes, few in number, have sev- done many things contrary to good 


) b 
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business judgment, with the idea of 
keeping subscribers. The result has 
been that we have found we were 
keeping up our station count at the 
expense of our pocketbook. 

Down through the years we have 
inaugurated various collection prac- 
tices, but as time went on, we gradu- 
ally let down the bars until we were 
back where we started. 

Some time ago I was astonished to 
learn of the results being obtained 
by a much larger neighboring com- 
pany. After having its system ex- 
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of our new plan, we mailed a letter in 
explanation of our collection plan to 
each subscriber who had been in 
arrears. I am now convinced that 
this letter, which is reproduced 
in full on this page, was the most 
important factor in putting the plan 
in effect. 

We next went through our sub- 
scribers’ ledger cards and placed all 
accounts into three classes for future 
treatment as follows: 

Class A—The large majority who 
always pay their bills promptly. 





Dear Subscriber: 


forced to adopt. 


collections. 


will be disconnected. 
ruling will be strictly enforced. 


this action. 
furnish you with good service 


with us. 
of longer standing. 


not pay the combined amount by the 


stallments which is as fair a method 


for us to worry about collections 


Yours 





TRUMANSBURG HOME TELEPHONE COMPANY 
Trumansburg, N. Y. 


We are putting into practice at once 


Due to existing conditions we have been very lenient with our subscribers 
in regard to the collection of telephone bills. 
have on our books hundreds of dollars of unpaid accounts. 
limit, and the time has come when we 


We are forced to put into practice a plan which will treat everyone alike, 
and we hope that you will understand that we are not trying to be unreason- 
able with you or anyone else. We have 
run up a several months’ telephone bill, 
for you to pay and the more difficult it is for us to collect it. 

The plan in question is simple, for we are merely asking you to pay your 
telephone bill monthly in full with a two months’ limit before the telephone 
If service is denied because of non-payment, a service 
connection charge of $1.00 will be made 

We hope that you will understand this move, for we are forced to take 
If it is ever necessary for us to deny you service, and we sincerely 
hope that it will not, we trust that you will not think too harshly of us for we 
are making an attempt to keep our company running on a sound basis and to 


This letter explains our position, and it is our hope that you will cooperate 
After all, it is much easier for you to pay a one month’s bill than one 
If you happen to owe us a large bill, we will be glad to 
arrange with you to pay your current billing plus a payment on your old bill. 
A certain amount can be billed you each month on your previous statement, 
and this will be treated exactly the same as your current billing, for if you do 
second month, your service will be de- 
nied. This plan will give everyone a chance to pay up their old bills by in- 
as we can devise. 

Please think this matter over and we feel that you will agree with us that 
we are being fair with you and to ourselves. If you take advantage of the 
discount each month, you will save yourselves money and it will be unnecessary 


TRUMANSBURG HOME TELEPHONE COMPANY 


a collection plan which we have been 


As a result of this leniency we 
We have gone our 
must of necessity tighten up on our 


to make it impossible for anyone to 


for the larger it gets the harder it is 


before service will be resumed. This 


service, 








Letter in Explanation of Collection Plan Mailed by Ontario Telephone Co., Inc., and 
Trumansburg Home Telephone Co. to All Subscribers Who Had Ever Been in Arrears. 


plained in detail, we immediately got 
busy. We had forms printed and, 
after making some slight changes to 
fit our needs, were able to put that 
plan in effect as of December 1, for 
one of our properties and for the 
the other, January 1. 

We operate two properties. One is 
known as the Ontario Telephone Co., 
Inc., and the other as the Trumans- 
burg Home Telephone Co. Both com- 
panies have their headquarters at 
Phelps, N. Y. We have four ex- 
changes with an approximate total! 
of 1,600 stations or about 800 sta- 
tions for each company, with a rural 
development of 25 per cent for the 
Ontario company, and 40 per cent 
for the Trumansburg company. 

In order that there would be no 
misunderstanding as to the purpose 


Class B—Those who pay occasion- 


ally without any 
brought to bear. 

Class C—Those who are always 
delinquent. 

Class A subscribers, of course, are 
seldom, if ever, given any treatment. 

Class B subscribers are given 
treatment on the 16th of the second 
month. 

Class C subscribers are given 
treatment on the 16th of each month. 

On the 16th of the month a re- 
minder notice is mailed to each to 
receive treatment. It is shown on 
the following page. 

On the 20th of each month, to 
those who have not yet responded, a 
denial notice is mailed. It is also 
reproduced on the opposite page. 

On the 24th of each month, each 


pressure being 
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delinquent to whom notices have 
been sent, and whose accounts are 
still unpaid, is given what is known 
as a verification call. This cai] is 
made by the chief operators in the 
smaller exchanges. 

By this method, receipt of the 
notices is verified. In making veri- 
fication calls employes should make 
certain that they talk only with the 
customer or a responsible representa- 
tive. The call should be handled in- 
sofar as possible in the following 
manner: 

In residence cases the wife of the 
customer will usually answer the call. 
In such cases the employe may then 
ask: “Is this Mrs. Blank?” 

In business cases if the customer 
is not in, or in the case of firms or 
corporations, the employe shall ask, 
“May I speak with the person who 
is responsible for payment of bills?” 

When the customer or a repre- 
sentative is reached the employe shall 
say, “This is Miss Brown of the 
telephone business office. Several 
days ago we wrote you regarding 
your telephone account. As our rec- 
ords show that it is still unpaid, we 
wish to make sure that you received 
the notice.” 

When the customer 
notice did not reach him the -em- 
ploye shall say, “On (date) we 
mailed you a notice to the effect that 
unless your telephone bill of 
(amount) is paid today, your service 
is liable to suspension.” 

If the customer interrupts at this 
point with a satisfactory promise of 
payment, the employe shall say, 
“Thank you, Mr. Blank.” If not, the 
employe shall proceed after a brief 
pause by saying: “We hope that you 
will not force us to take this action 
and wish to be sure that you under- 
stand if service is suspended and 
later restored a charge of $1.00 wil! 
be made.” 

When the customer acknowledges 
receipt of the notice and promises 
payment within a reasonable time 
the employe shall say, “Thank you, 
Mr. Blank.” 

In the event that a customer does 
not make a promise or it appears un- 
desirable to grant an extension of 
time, the employe shall say: “I am 
sorry but unless payment is received 
by tomorrow (or the next working 
day) it will de necessary to suspend 
your service, in which event no calls 
can be made from your telephone.” 

If no one is reached at the called 
station, a representative should make 
a personal call to be sure that notices 
were received unless the subscriber 
is one whose service has been denied 
frequently. 
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ONTARIO TELEPHONE COMPANY, Inc. 


Telephone No. 


REMINDER NOTICE Amount Due $ 


' According to our records, your telephone account, as noted 
According to our records, payment of your tele- above, has not been paid. As the account is now past due, 


phone account has not been received. As you the service is liable to suspension unless payment for service 
have probably overlooked this matter, we are is received before the expiration of four business days after 
, . . P the date of this notice. We should regret any interruption 
bringing it t our tention. . 
nging © your attention of your service and are bringing the matter to your atten- 
ONTARIO TELEPHONE COMPANY, INC. tion so that it may be avoided. If service is suspended and 
later restored a charge of $1.00 will be made. 


PLEASE BRING OR SEND BILL STUB WITH ONTARIO TELEPHONE COMPANY, INC. 
PAYMENT 


PLEASE BRING OR SEND BILL STUB WITH 
PAYMENT 














Reminder Notice Sent Out on the 16th of the Month to Each Subscriber Requiring ““Treatment’’—Denial Notice Mailed on the 20th of 
vho the Month to Subscribers Who Did Not Respond to the Reminder Notice. 
8? If a promise is made for payment if the plan is followed and enforced The month prior to the adoption of 
by a definite date, this information is there should be few, if any, unpaid this plan, our collections bore a ratio 
recorded on the schedule kept for accounts three months old or older. to the amount billed for both proper- 
the that purpose. If no promise is made, In soliciting applications for serv- ties of 92.47 per cent. The first 
eral the subscriber is told that, within ice of former subscribers whose serv- month the plan went into effect our 
ling four days, service will be denied him. ice has been denied or who have un-_ collections jumped to 105.66 per cent, 
rec- Likewise, it will later be denied to paid accounts, we have given them or a gain of 13.19 per cent. 
We those whose promises have not been the privilege of paying up on a Since our plan has been in effect, 
ived kept. monthly basis by signing another about five months, our collections 
The schedule of accounts treated form of agreement, in addition to have averaged 102.23 per cent. This 
the is kept each month by the various paying their current monthly bills. means that our debit balances are 


em- exchanges, thus telling at a glance This procedure not only collects old being materially reduced each month 
we 


re- 
hall 


how well the plan is working from accounts, but it brings back subscrib- and, in addition, we are collecting 
that month to month. It is reproduced on ers who otherwise would be consid- dead or charged off accounts. Our 


ot the following page. ered lost for all time. This agree- debit balances have already been re- 
vice At the time the plan was put into ment is also reproduced herein. duced 10 per cent. Outside of the 
effect in order to assist delinquents This is an important matter, espe- small cost of the necessary forms 
to get caught up, we asked each cially in the smaller communities there has been no additional expense. 
delinquent to sign a partial payment where there is a 
say, agreement (in reality, a note), as limited number Se AVE 
the shown on this page, whereby the of potential es mate this 
a agrees to pay his old account monthly —_ prospects, due to hereinafter termed the Corporation, WITNESSETH: 
you in installments over a period not to the fact that WHEREAS, the Debtor is indebted to the Company 
‘tion exceed 12 months, in addition to pay- there is relative ee Sadie kes cs a 
\der- ing the current monthly bills. By little change in teat e eee . 
- this procedure you will observe that the population. 
Wil 


this 
e of 








tion for telephone service at abdebe us ees stasis 
and an extension of time for the payment of the said in 
2g ,\OR RR SAT : ‘ F debtedness. 
dges nc tGRBEEMENT made this ............ day © 93. NOW, THEREFORE, in consideration of the extension of 
nises nes nk time herein given and the acceptance of the said application 
. } for telephone service, the Debtor agrees to pay the said in 
time wT ET AC . debtedness in the following installments, at the office of the 
, HEREAS, Corporation at No. " Street, in the City 
you, > sum of ... aE eo. oh ee ee 


does r feet ae 4 R CON Debtor 
Ss ul- ebtedness ' a agrees that if any installment be not duly paid, as herein- 
, tedness. ws ee te ie , before provided, (a) the Corporation may, without notice 
n of ) OW ; THEREFORE, it ‘ io nares that the 4 a suspend any or all telephone service whatsoever furnished 
will accept payment of said indebtedness in the Baer the Debtor, so long as such default continues; or (b) all the 
I am ao ~~ and the Debtor wo pay the — ~* — installments then remaining unpaid shall at the option of the 
rived vefore the dates named, N at the office of the Cor Corporation, forthwith become due and payable and the 
e ion at oe a 7 = ' Corporation may, without suspension of service, or following 
king e City of ..... , Aster eens sk suspension, terminate without notice and with the same force 
: 2 Ss . and effect as if this provision as to termination were con- 
spend coececersvcsse nea ey sadn attic giana tained in such application, or any application soesaceser 
-alls , > are . RERAEE , vee att with the Debtor for telephone service at any address, dis— 
calls dy h IS PURTHER ne ng = ay a Rok. continue the service and remove the instruments furnished 
ne.’ “ “ -_~ as hereinbefore provi Sali tt of the so ane a a thereunder, and apply on said indebtedness any credit due 
ents then Semeteens URPRI shal thereupon Secome ou the Debtor on account of payments made by the Debtor un- 
-alled and payable immediately. der said application. 
make Signed 


tices Wit 


riber 


enied 


Signed 


essed: Witnessed 














Partial Payment Agreement Used to Assist Delinquent Subscribers to Cotch Up On Their Delinavent Bills— This Partial Payment 
Agreement Is Used in Soliciting Applications for Service of Former Subscribers Who Have Unpaid Accounts. 
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TREATMENTS AND DENIALS 


MONTHLY RECORD 


1st Per Cent 2nd 
. = Notice Effective 
January . 7 semasse 
February 
March 
April 
May 
June 
July 
August ... 
September 
October 
November 
December . 





Verifi- 
cation 
Calls 


Per Cent Per Cent 


Effective 


D.N.P. 








Form Showing Schedule of Accounts Kept by Each Exchange for the Purpose of Shov 
ing at a Glance How the Plan Is Working from Month to Month. 


Naturally, the question arises as to 
how many subscribers we have lost, 
due to the adoption of the plan. The 
answer is four denials to date, two 
of which have paid up and are back 
in service. This is due largely to the 


partial payment feature. 

The plan seems to have met with 
yeneral approval. 
citizen, 


One subscriber, a 


prominent commended us 


and made the remark that he was 
glad to know that at last, a public 
utility company had done something 
to help its customer get caught up. 

One woman made the statement 
that she was so glad to get our letter 
announcing the plan, for heretofore 
her boys had often inveigled her into 
giving them money for picture 
shows, etc., which should have paid 
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the telephone bill, and now it would 
have to be paid each month. 

In one of our offices we sublet space 
for the lighting company and, prior 
to the inception of the plan, its cus. 
tomers (who were also our subscrib- 
ers) would come in and pay their 
electric and gas bills but would not 
pay ours. Now it is different. I am 
convinced that, as little money as 
some people have, the creditor who 
goes after them first, or hardest, gets 
his money. 

I am convinced that this or a simi- 
lar plan is quite necessary in the 
conduct of our business, for it is just 
as logical for us to insist on receiy- 
ing our money when due as the work. 
ing man his salary, or the farmer 
payment for his products. 

No plan will work itself. It re 
quires a constant follow-up by en- 
ployes who possess tact, common 
sense and a firmness that cannot be 
shaken by the ordinary excuses or 
pleas made by the small percentage 
of subscribers who are responsible 
for our debit balances. 


For Temperamental Operators 


By MISS GERALDINE CLEAVER 


Chief 





Operator and 


Bookkeeper, West 








PUBLIC EXPECTS, and has a right to expect, 


efficient and courteous service. 


The telephone 


office is no place for a person who has to be 


humored—or one who is ‘‘out-of-sorts’’ 


with 


the world. Do not carry your troubles or sor- 
rows into the operating room 


cross and sulky when things do 
not go to suit us? I wonder how 
many of us, when we are feeling 
miserable, cause everyone around us 
to suffer? 

All of us, I imagine, know indi- 
viduals who have to be humored; 
that is, if one expects to live peace- 
ably with them. We know people 
who, when things go wrong, seem to 
take their spite out on every one with 


| WONDER how many of us are 


whom they come in contact. They 
act like a badly spoiled child. 
Such characters not only suffer 


themselves but they manage to cause 
everyone else to suffer with them. 
They blame the whole world in gen- 
eral for their troubles, and feel 
abused and injured. 

Things have not gone just right. 
Perhaps there has been some real 





trouble, or perhaps they have just 
not been able to have their own way. 
Sometimes they are tired and do not 
feel well. As a result, they are sul- 
len and snappy to everyone they meet. 

Such a character is unpleasant at 
any time or in any place. They are 
much more unpleasant when working 
in a public place. Such a character 
is a very poor and unsatisfactory 
telephone operator. 

I have seen such operators and so 
have you. Perhaps you and I have 
been guilty at various times. 

Everything goes wrong at the 
office; the subscribers are stupid; the 
subscribers seem to require entirely 
too much service. The operator, who 
is at war with the world in general 
that particular day, snaps at them 
and fails to give the usual efficient 
and courteous service. 


Iowa Telephone Co., 


Anita, Iowa 


Do I hear some of you saying 
“Yes, and there are plenty of sub- 
scribers who take their spite out or 
us, too.”’ 

True enough. We do not especially 
care for that subscriber though, d 
we? We may also have a subscribe 
who is a thief. Does that indicate 
that we must also be a thief? N 
the personality or the character of 4 
subscriber has nothing to do witl 
this. We may have one whom w 
have to humor a little, but we musi 
not expect them to humor us. 

Then, too, the subscribers are pay- 
ing us to serve them. They are not 
asking, or caring, about our troubles 
and sorrows. They are not cor 
cerned as to whether we had enoug! 
sleep the night before or not. All the 
subscriber is concerned about is re 
ceiving good service. 

While we are on duty, we must fo! 
get our own personal feelings. [If a 
operator is ill she should not be 0 
duty because she cannot give efficien! 
service. 

If an operator has a fretful, ul 
pleasant disposition, she should not 
be operating. If an operator is ou! 


of sorts with the world in general. 
before 


she should either forget it 
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The Operators’ Corner 


By MRS. MAYME WORKMAN 


Traffic Supervisor, The Illinois Telephone Association, Springfield, III. 


HOW TO AVOID 
reaching wrong num- 
bers. Instructions in 


handling calls where a 
wrong number is 
reached. Reaching 
wrong numbers is an- 
noying to customers. 


Series No. 159. 


HE EXPERIENCE of reach- 

ing a wrong number is always 

a source of annoyance to cus- 
tomers, particularly on a long dis- 
tance call. 

While true, it is not always the 
fault of the operator or the company, 
every effort should be made to avoid 
reaching wrong numbers. The oper- 
ator, in recording a call, should be 
certain that she has understood the 
der for the called number. In pass- 
ing the call to the distant operator 
she should speak clearly and distinct- 
ly, directly into her transmitter so 
that the order will be understood. 

The distant operator should listen 
attentively for the order and exer- 
cise great care in establishing con- 
nection to the called number or in 
ordering ‘the number over a call 
circuit. 

Occasionally the calling party, in 
supplying the called number, states 
that he is not certain that the num- 
ber he has given is correct. In this 
case, do not enter the number. 


going to the switchboard or remain 
it home. 

The next time we come to work 
feeling sort of “down in the mouth” 
or feeling sort of sulky, let us re- 
member that we are serving the pub- 
lic. Let us remember that the public 
expects—and has the right to ex- 
pect—us to give them efficient and 
courteous service. 

eee 


Lincoln Company Lost 
702 Stations in July 


The Lincoln Telephone & Telegraph 
Co., of Lincoln, Neb., reports a net loss 
! 702 stations in July, following a loss 
of 864 in June, after five months that 


each recorded a net gain in stations. 


If a subscriber flashes and says he 
has reached a wrong number on a 
long distance call and an address 
name appears on the ticket, reach the 
called station and say, for example, 
“Is this Hill & Co?” If you receive 
an affirmative answer, understand 
that you have reached the right sta- 
tion. If you receive a negative an- 
swer, ask also, “Is this (called num- 
ber) ?” so that you will know whether 
to use the address name or the num- 
ber shown on the ticket in passing 
the call. 

If the reply to the question, “Is 
this (called number) ?” indicates that 
you have reached the number shown 
on the ticket, understand that you 
have been supplied with a wrong 
number, draw a line through the 
number, and say to the distant sta- 
tion, “I am sorry, you were called 
by mistake.” Reach the TTC opera- 
tor, and again pass the call, saying: 
“Wrong number. (Address name).” 

However, if the reply indicates that 
you have not reached the number 
shown on the ticket, understand that 
you have reached a wrong number, 
say to the distant station, “I am 
sorry, you were called by mistake” 
reach the TTC operator and again 
pass the call, saying, “Wrong num- 
ber. (Called number.)”’ 

If no address name appears on the 
ticket, ask: “Is this (called num- 
ber)?” If you receive an affirmative 
answer, understand that you have 
reached the right station. If you re- 
ceive a negative answer, understand 
that you have reached a wrong num- 


While the company has lost 1,566 sta- 
tions in two months, the fact remains 
that long distance business has climbed 
to a new level for the year, while tele- 
graph messages handled for the Postal 
Telegraph Co. increased more than 1,000 
during the month. 

The heaviest station losses have been 
in the Hastings, Lincoln and York dis- 
tricts. Hot weather sales 
activities at a time when high tempera- 
tures and the drouth were wiping out 
the farmers’ last hope for a corn crop 
after other grains had yielded only a 
fourth of their usual production. The 
commercial department is organizing for 


slowed up 


a more intensive drive to halt losses. 
The federal 
millions of 


government is 
dollars into the 
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sending 
state for 


ber and say to the distant station: 
“T am sorry, you were called by mis- 
take.” Reach the TTC operator and 
again pass the call, saying: “Wrong 
number. (Called number.)” 

In a case where the number called 
does not seem to be the number de- 
sired, the operator will refer the call 
to the supervisor. The supervisor 
will tell the calling party that appar- 
ently he is calling a wrong number 
and will offer to secure the right 
number for him if he can give the 
address name or the name and ad- 
dress of the called station. 

If he gives this information, the 
supervisor will enter it on the ticket. 
She will also write in green across 
the first calculagraph stamp “CA” 
followed by her personal number and 
will write an explanation on the 
back of the ticket. She will tell the 
operator to proceed as on a new call, 
using the same ticket. 

Questions from Illinois Operators 

1. How long can a distant operator 
hold a circuit when given a “BY” 
report? 
How do you 
order? 
How do you handle a call when 
the calling party reports that he 
has reached a wrong number on 
a long distance call? 
Will you please advise me which 
is the proper thing to do when 
you ask for a circuit from an in- 
termediate operator and you 
reach called place, operator does 
not give the report on number at 
end of minute, which is proper 
to say: “Ag (called place)” or 
“Ring (called place)’ ? 
On “WH” reports, is it necessary 
to put OK in the space for re- 
ports if the report is accepted by 
the distant operator? 

The answers to these questions are 
given on page 29. 


leave an NC call 


bonus payments and relief to the farm- 

ers, and a better public psychology is 

likely for the remainder of the year. 
eee 


Indianapolis Operator 
Wins Golf Championship 


Miss Elizabeth Dunn, night operator 
in the Lincoln office of the Indiana Bell 
Telephone Co., in Indianapolis, Ind., cap 
tured the women’s city golf champion 
ship for the ninth consecutive time. The 
long and difficult speedway course is 
said to be a real test of golfing ability 
a test that Miss (Queen of Golf) Dunn 
passed with flying colors. 

In the finals Miss Dunn defeated 
Mrs. Ben T. Parks 6 to 4 in a scheduled 
18-hole match. 





Selling a Present-Day Problem 


By H. L. DOWD 


Area Sales Training Supervisor, Northwestern Bell Telephone Co., 





ANALYZE YOUR PROSPECT to determine best 


method of procedure in selling. The four-step plan 
includes: Preparation, approach, presentation and 
close. Address presented at the recent South Dakota 


convention, Part 11. 


P TO THIS POINT, we have con- 
l | sidered only the personal aspects 

of the salesman. Let us now give 
the same consideration to the buyer or 
the prospect that we have given to the 
personal aspects of the salesman. If we 
can, to a certain degree, analyze the con- 
tributing factors that enter into a man’s 
mind which make him finally say, “I'll 
take it,” it seems only logical that we might 
arrive at a definite method of procedure in 
selling, whether the article might be tooth 
brushes or telephones. 

If our reasoning is sound, the method of 
procedure should be somewhat along simi- 
lar lines. So let us first ask ourselves a 
question—Why do people buy? The answer 
to this question should be known to every 
man who hopes to sell successfully. With- 
out it, our sales efforts can be no better 
than those of the hit-or-miss salesman, 
which we previously agreed were very in- 
effective. 

Our first impulse in answering that ques- 
tion would be—people buy because of need 
or necessity. But do they? Theoretically, 
we are told that people need but three 
things for existence—fire, food, and water. 

It is from that statement that the old 
expression arose, “Man has to do nothing 
but die.” 

True, there are many things purchased 
which we count as necessities, because they 
are necessary if our lives are to be based 
on the plan of this particular age, but 
they are not necessary to existence itself. 
Want, Not Need, 

Dominant Factor in Buying 


The dominant factor in buying then is 
want not need. We can all recall that 
we have wanted.many things and pur- 
chased things that we did not actually need. 
The common practice for most human in 
dividuals, after they really want something 
badly enough, is to start proving in the 
need to themselves merely to salve their 
own consciences. 

You may want a new suit. The way you 
express it is to tell your wife you need a 
new suit, for as long as you have clothes 


to wear, you don’t absolutely need the new 
suit. 





On the other hand, it might be said that 
for the sake of your health, your teeth need 
attention, but do you go to the dentist at 
once? If you’re the average American, 
you don't. 

“T don’t want to go to the dentist until 
I have to,” you explain. This is a case 
in which you need, but don’t want 

It would be easy to talk at random tor 
at least an hour concerning the differences 
of want and need, but I believe we'll agree, 
most things are purchased because of want, 
which is a dominant factor. Want unim 
peded ends in action. Want is an emotional 
state and is illogical. 
than want. So, 


Need is less illogical 
people must 
want things before they really sense a real 
need for them. 


therefore, 


Science of Selling 
Is Arousing a Want 


Basically then, the science of selling is 
arousing a want in people. People are 
noted for buying what they want most at 
the moment rather than what they need. It 
is, therefore, the function of the salesmatr 
to make his prospect realize and be con- 
scious of a want of the product he has to 
sell. 

We should have foremost in our minds 
the five emotions which can be used most 
Let us call them 
“buying motives” and list them as follows: 
Love, fear, selfishness or self-interest, van- 


successfully in selling. 


ity or pride, and comfort (mental or physi- 
COP iia 0 

When a salesman meets a prospect and 
attempts to analyze that prospect’s mind, 
he is trying to solve the world’s greatest 
riddle. There never has been devised a 
workable system for sizing up a customer 
The actions, facial expressions, and conver- 
sation of a person are the only keys to the 
situation, and very often these aspects ot 
the case are very misleading. 

....In our business we are of the opin 
ion that our employe salesmen can most 
readily adopt the sales procedure which 
contains the four-step plan—namely, prepa- 
ration, approach, presentation, and close. 

As we go through these four steps and 
outline the fundamental purposes, it is easy 
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Omaha, Neb. 


to recognize many 


things that you and | 
employed before we ever studied 
manner or means the art of selling. 
The preparation step is quite logical and 
can be defined under two headings—ceneral 
and specific. General, of course, cover: 
the sales training and knowledge of the 
product, and will be retained and held by 
the salesman and will become automatic in 
his future selling. The specific step is that 
of studying the individual prospect, his owr 
methods, his needs, his past history, etc. 


n any 


The Proper Approach 
For a Sales Interview 


In our particular case, it would includ 
consulting our office records, our previous 
interviews, recalling all of our knowledg 
ot this particular family and ascertaining 
what usage they have made of our servic 
in the past that we might get all of the 
information that will point out to us the 
most effective sales appeals and leads to 
use. This preparation step also might 
mean that before each interview, we should 
briefly review our sales outline to refresh 
our memory so that we will have in mind 
a very definite approach and a sales story 
that we are going to depend on for victory 

This second step, or the approach, is 
what takes place the moment we come 0 
contact with our prospect. It is designed 
tc enable the salesman to attain an equal 
level to that of his customer. It has three 
definite steps—the introduction, the bod) 
and the interest step. 

The introduction tells the 
customer who you are and whom you rep 
resent. In many instances, this step is not 
necessary in our opinion, but the other tw 
steps are of vital importance regardless ot 
whether we have known our prospect for 


prospective 


20 years or whether he is a stranger. 

The body tells him what subject yor 
propose to discuss, and the interest ste 
outlines to him the benefits he may expect 
to derive as a result of your visit. 

In my opinion, it would be impossible for 
any salesman to give too much thought or 
consideration as to the type of approach he 
is employing, for we should keep in miné 
that a sales interview is a conflict between 
wits, and that in this game, a good start 
is as important as a good start in a foot 
race. 

A good approach will not only introduce 
you, but it will get and keep you on the 
same level as the prospect. It will start the 
discussion on a basis most favorable to you 
You will gain the prospect’s confidence and 
his interest, and it will automatically lea 
you directly into the sales story withow! 
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r the prospect and early opportunity 
wer, “No” or equally as bad, an early 
tunity to think of lots of reasons why 
‘sn’t want to be sold. 
se approaches are memorized word- 
ord, and in building them, not one 
luous word has been included, nor 
fective word omitted, for every word 
in a sales approach must count. At this 
stage, were you holding a sales conference 
with your emplayes, you would undoubt- 
edly want to stop and develop several dif- 
ferent types of approaches. 

A good salesman has in his repertoire 
from two to half-a-dozen approaches built 
to meet the varying circumstances under 
which he must sell. 


Final Approach Step 
Is the Presentation 


The last step of this approach or the 
interest step leads us automatically into the 
third step of our selling process, which is 
called the presentation, or sales story. Most 
people are inclined to want to say “No” 
to a proposition as soon as they have a 
chance, thus avoiding committing themselves 
After they have 
once had a chance to say “No,” the sale 
will be a little harder, although it still can 
be made. 


to spending any money. 


It is at this point in our sales contact 
that we may start appealing to his emo- 
tions and getting the prospect busy thinking 
about the advantages of having telephone 
service instead of the reasons why he can’t 
afford it. 

There are three types of presentations. 
First is the argumentative type, which is 
very irritating to the customer and conse- 
quently never recommended. The second 
type might be classified as the dominative 
type. It is under this classification that 
the high-powered spell-binder comes in. 
With his beating on the desk and a rush 
of words, the prospect is given no chance 
to talk, and I know of no modern sales 
executives in a reputable concern who ad- 
vocate this type. 

The third and recommended type of pres- 
entation is the leading question and answer 
type. There are several very definite rea- 
sons why this type of presentation or sales 
story is conceded to be the most effective 
and most desirable in the majority of cir- 
cumstances. There are six definite things 
that are accomplished in using this style 
of presentation, and you will note that in 
many ways they safeguard us against the 
faults that were outlined in our previous 
discussion. 

- A customer is kept in an affirmative 

state of mind, and thus it is made easier 

for him to buy. 


2. It minimizes opportunities for slipping 
into an argumentative manner. 

- It helps decidedly to obtain the final 
“yes” at the close of the interview. 

- It provides an opportunity for the cus- 
tomer to do his share of the talking. 

5. It provides an opportunity to the cus- 
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tomer for asking questions and raising 
objections. 


The salesman is provided with a natural 
way to arouse and maintain the pros- 
pect’s interest. 


A leading question is not merely a ques- 
tion of regular inquiry for the purpose of 
obtaining information from the customer, 
although it may perform that duty very 
completely and furnish us with informa- 
tion that could never have been obtained 
in the preparation step. A true leading 
question is one which includes a sales point, 
and which invites or demands affirmation 
from the customer. 

In other words, a leading question is a 
statement of a fact or of an assumption 
preceded or followed by a questioning 
phrase. For example, “It will afford you 
a great sense of pleasure and satisfaction 
to know that when your wife is home 
alone she has the protection of a telephone, 
isn’t that true, Mr. Blank?” 

It has been pointed out that a good 
sales presentation is constructed along the 
same lines as a good story. When you 
pick up a book or a story to read, you 
expect to find it interesting. That’s the 
author’s business. 

In a like manner, it is also the sales- 
man’s business to make his sales story or 
presentation interesting. It requires effort 
to acquire a new idea. Most prospects do 
not care to exert effort. A sales story will 
relieve this in many instances. 

Four elements should be contained in 
every sales story—vividness, color, repeti- 
tion and accuracy. 

It might behoove us at this point to men- 
tally compare our sales story with adver- 
tising copy. If we recall the changes that 
have taken place in the advertising business 
during the past several years, you will note 
that the same transition step has been pres- 
ent that has also taken place in the sales- 
man’s technique. 

Visualize if you will the automobile ad- 
vertisements in recent issues of “The Sat- 
urday Evening Post.” Visualize the house- 
hold necessities that are advertised, the 
emotions they appeal to, the vividness and 
color that is brought into play, backed up 
by repetition. 

Before we start constructing the phrase- 
ology of our sales story for our own busi- 
ness, let us see if our theory up to this 
point is practical We have stated that 
we should sell the many advantages of a 
telephone and not a telephone itself. 


Arouse a Want by 
Appealing to Emotions 


We should sell to our customer conversa- 
tion with immediate friends. We should sell 
him protection from fire and property dam- 
age. We should impress upon his mind the 
fact that with telephone service the doctor 
will save the life of his children or wife 
—he is no farther from their bedside than 
the telephone. 
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Is that any different from what any 
other industry is doing today? For in- 
stance, the automobile manufacturer is not 
selling automobiles, he is selling a luxuri- 
ous, comfortable conveyance. He pictures 
the rider gliding over the bumps at 60 
miles an hour. 

The vacuum cleaner salesman doesn’t 
spend much time talking about the vacuum 
cleaner. Instead he is selling the house- 
wife on clean rugs with no physical effort 
on her part. He is selling her on sanita- 
tion for the youngster who plays on the 
floor. 

The washing machine salesman doesn’t 
describe the motor or the construction par- 
ticularly, for the housewife is only slightly 
interested in how it is built. She is inter- 
ested, however, in saving herself hard 
work. She is particularly interested in the 
clean linen the machine will produce, so 
naturally he paints a picture to her which 
shows her sitting in the living room read 
ing a book while the machine does the hard 
work. 

As we picture ourselves appealing to the 
emotions of our prospects, let’s keep con- 
stantly in mind that it’s a want we're try- 
ing to arouse through emotions, and we can 
best do that by picturing the things it will 
do. 

The fourth necessity that is part of the 
sales story is that of accuracy. We're all 
only too familiar with the customer rela- 
tions effect that results to someone who 
has misunderstood a certain charge, etc. So 
under the heading of accuracy we name 
four subdivisions: Exactly what he is buy- 
ing, how much it will cost him, when he 
is going to pay for it, and when he will 
get it. 


Six Points to Be 
Remembered in Selling 


Here are six important points to remem 
ber during the selling process: 


Don’t talk too much. 

Don’t interrupt your prospect to answer 
an objection. 

Don’t slip unconsciously into an argu 
mentative manner. 

Always inquire before you attack. 

Always restate your customer’s objections 
fairly in your own words. 

Always concentrate on the key issue. 

Our discussion up to this point has prob- 
ably included all the reasons for and the 
values of adhering to the first three sugges- 
tions listed, but the last three are just as 
important as the first. 

How can we possibly adapt our sales 
story to a particular individual without 
knowing about him? We certainly can’t 
appeal to the love emotion or protection 
angle in regard to children if they have no 
children. We restate objections fairly in 
our own words, first because many of the 
objections are false or fancied and are 
exaggerated in the customer’s mind By 


restating them in our own words, we 
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kill 


Second, we show that we give considera- 


tactfully and courteously their value. 
tion and thought to the statements that are 
made by the prospect. 

To get the full effect of this restatement, 
we conclude with an alternate objection. 
For example, our friend might say, “We've 
been without a telephone so long, we never 
miss it.” 

To this we reply: 

“Do you mean, Mr. Jones, that you never 
miss the use of a telephone ? Or do you mean 
that you have been without it so long that 
you have substituted other means, which, 
although not as economical, have taken the 
the 
had for the telephone?” 

In that 


objection but concluded it by an alternate 


place of many of uses you formerly 


case we not only restated the 


question which turned it into a sales point 


in our favor. However, all objections are 


not false. Theoretically, there are three 


kinds of objections. The first one is the 


real or genuine; the second, fancied (mere 


ly a request for information), and the 


third one is false 


The real or genuine objection might be 


“I’m leaving town this morning for Cali- 


fornia.” A fancied objection is where there 


is a request for information: “I'll take 


telephone, but I understand that you cha 


$/ to install it, and that's » much 


to spend.” 
False simply 

cuses. tor not buvins } are the 

detense a customer empk \ 

te 

hin 


iwkWard Tor 


Handle Objections 
Forcefully and Effectively 
»bjections such as “ L- 2 


won't decide today ; see me later” 


ply made to get rid of a salesman, and a 


good salesman must always take the stand 


that it is a false objection. In a courteous 


way he forces the hand of the customer 
ind makes him prove-that the objection is 
real before he accepts it 

There are many objections of that type 
can't afford it,” “I’m not 
“T’ll have to talk it 
“Call 


later,’ or “Why don’t you come down on 


For example: “I 
interested now,” over 


with my wife,” again,’ “See me 
our rates?” 

effective 
We 


spent much time in developing them. 


There are forceful and ways 
have 


The 


answers have been placed in the hands of 


of handling these objections 


our employes, so that they may be im a 
position to handle them effectively 
Remember that a succession of 


that the 


“yes re- 


sponses indicates prospect is be 


coming more interested, and getting to the 
point where he will want telephone service. 
Next best to getting a 


“ves” response is to 


keep the prospect from saying “no.” 
Keep in mind the major purpose of a 
good sales interview. It is not just to have 


a nice visit or discuss politics, but to get 
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the prospect to think about the advantages 
that 
the desire will be aroused within him. If 
sufficient 


of telephone service in such a way 


you create desire or want, he 
will find a reason why he needs it and will 


balance his budget accordingly 


The Closing Step 
Of Sales Interview 


The close, or the fourth step, of the 
selling process is so nearly automatic that 
its importance has been overestimated. 
Consequently the inability to close is more 
eften due to a poor approach or presenta- 
t10n 

However, the largest majority of people 
who want to buy will not make this deci- 
The 


may arrive at any point after the presenta 


sion without your assistance. time 


tion has started and sufficient desire or 


vant has been aroused. 
\t this point let us once more bring the 
salesman into the picture. In spite of the 


fact that people may really want to buy, 


that thev are actually waiting for the sales 


Man to invite 


obstacle to 


them to make a purchase, the 


greatest ompleting a sales trans- 


ic this the 


salesman is afraid to 


} 


und unbelievable, but sadly 


quite true There are all 


Each one u has had 


watche 
stand 
the same 
wants 


could have sold it t 


alesman 


} 


e¢ doesn’t buy it because no one asks him 


The salesman was afraid to endeavor 


sell 


Nine times out of 


1.5 
Him. 


ten, the salesman will 


the first transaction by asking: 
1 
| 


“Will that be all?” or “There wouldn't 


anything else, 


onclude 
€ 
would there?” The salesman 
expected the customer to answer “No,” and 
he did. He 

This being afraid to sell is so common 
like a con 


tagious disease, and spreads quickly. It is 


was afraid to sell 


that it’s astonishing. It is 
up to every sales employe to have protec- 


tion against it, and it is due primarily to 
the inability on the part of the salesman 
to see when the customer first starts ex- 
periencing desire. The man who is afraid 
to sell shouldn’t be permitted to deal with 
a prospect or customer until he has con 


quered himself. 
Recognition of Moment 

For Closing a Sale 
effective 
A trial 
close is the first instrument you have to 


There are very definite and 


means of handling this situation. 


help you in getting the customer’s consent. 
Ask the average salesman how he knows 
when the moment for closing a sale has 
arrived. He may vaguely mention some- 
thing about intuition or the psychological 
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which still leaves the questiog 


unanswered. 


moment, 


Every experienced salesman can recall 
many interviews where he tried to closé 
the sale too early. Or he is still more like. 
ly to have talked past the closing point and 
attempted to make the close too late. 

It is easy for a salesman to talk himself 
in and out of a sale. It happens daily, and 
A trial 
close might be called a statement with @ 
contained decision. It helps the prospect to 
He is not 
moment to decide 
whether or not he wants to buy. He mere 


the trial close is one preventive. 


dwell only on minor decisions. 


called on at the first 
ly has to make some minor decision, such 
ae 

There may be cases where a_ prospect 
has agreed with you on many of your saleg 
points, and is still hesitant and will not 
buy. At that 
employ the use of a forced decision. Don't 
in the 
response. This 
Remember 


no way helps create 


time, and not before, we 


forget that the trial close too early 
presentation will bring no 


creates additional resistance. 


that a trial close in 


desire or want. It merely is a measure 


ment to you as to how nearly ready the 


prospect is to buy. 
Employing Use 
Of a Forced Decision 


lo further exemplify the use of the 


rced decision, we might use the follow- 
ing example 
“Mr. Jones, 


vould greatly 


you seem igree that you 


benefit from the many ad 


antages of this service I would greatly 


ippreciate it if you would tell me just why 


take advantage of this op- 


you hesitate to 
portunity now.” 
That is 


appeal tor 


our last stand for making af 


him to put his cards on the 


table, and give us the real objection as t@ 
why he doesn't buy 

If this selling process is being covered 
in conferences for employes, the con ferencé 
develops the subject step by step, and after 
the completion of the four steps is accom 
taken 
ference members to study 


plished, some time is for the com 
memorizé 
Before the 
first practice case, a trial in the conference 
will find it exceedingly helpful ft 
rapidly high-spot the things that should be 


and 
many of the points developed. 


you 


remembered in a sales contact. 

Our experience has taught us that it 8 
important for a man to retain a completé 
knowledge of the things we have discussed, 
when only infrequent use is made of theft 


in his work 


For that reason, it became apparent that 
some instrument should be developed that 
would serve as a convenient and ready as 
sistance to the man on the job, whose duties 
are many. As a result, we have assembleagy 
what we call a “sales handbook,” which # 
primarily designed for our small excha 
managers and commission Canvass sales=” 


(Concluded 


men. 
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HE business of manufacturing the 


Strowger Automatic telephone 
system began almost as long ago as the 
invention of the telephone itself » » » 
During the intervening years of de- 
velopment the entire personnel and 
resources of a steadily expanding organ- 
ization have been directed towards one 
end—that of perfecting and simplify- 
ing the automatic telephone to a point 
where its operation would be unfailing 
and its application economical under 
every conceivable condition » » » The 
successful attainment of this object is 
naturally a source of pride to the manu- 
facturers and designers of the Strowger 
system and an incentive to even greater 


efforts in the future. 
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AUTELCO ALL-RELAY 
SWITCHBOARDS 


Set New Standards of Performance 


Autelco All-Relay Switchboards are 


i aii leis sentinel ti daily setting new standards for small ex- 



























low provides standard full-automatic . change operation. They provide auto- 
service to central battery or local bat- a 

tery telephones, with either grounded or matic service of the finest type, yet are 
metallic lines. Its ultimate capacity is ‘ 

Sis Geis oad Ge Oe. troubleproof in every respect. Users tell 





us that they place these self-contained 
units in almost any available space — a 
spare room, the back part of a store, etc. 
—and then don't go near them except 
for occasional inspections. 


This sort of "'self-operating" service is 
due to correct circuits, correct design 
and correct manufacture—all resulting 
from the long experience of this pioneer 
organization in supplying automatic ex- 
changes to small communities in every 
part of the world. Send us full informa- 
tion concerning your small exchange (or 
exchanges) and let us show you how rea- 
sonably you can place your operation on 
a modern, profitable basis. 
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@ The complete installation shown 
below includes All-Relay switch- 
board, battery and charger. Only 
the most inexpensive housing fa- 
cilities are required. 
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AMERICAN AUTOMATIC ELECTRIC SALES COMPANY 
1033 WEST VAN BUREN STREET CHICAGO 





When communicating with American Automatic Electric Sales Co., please mention TELEPHONY. 


September 1, 1934. TELEPHONY 





@ THE STROWGER R-C-X is furnished 
for use with local or central battery 
telephones and for grounded or metallic 
lines, in any capacity up to 100 lines, 
including toll trunks. Calls remotely con- 
trolled from distant operating center. 








STROWGER R-C-X 


An EcoNoMICAL Service for 
Rural Communities 


The provision of adequate communication facilities for small towns 
and rural communities has always been a difficult problem. With com- 
paratively few telephones in an exchange area, the cost of operator at- 
tendance often exceeds the revenue. 


Now, with Strowger R-C-X operation, such districts can enjoy prompt, 
accurate service 24 hours a day—yet pay their own way financially. With 
this system, local operating labor is unnecessary, connections being re- 
motely controlled from a distant attended exchange. 


Equally important is the fact that existing magneto telephones are 
used (without dials), and ‘no changes need be made in lines, rates, num- 
ber of stations, code ringing, M.D.F., etc. The R-C-X unit merely re- 
places the existing manual magneto board—nothing else need be done. 
Write for full information—today. 





AMERICAN AUTOMATIC ELECTRIC SALES COMPANY 
1033 WEST VAN BUREN STREET CHICAGO 





When communicating with American Automatic Electric Sales Co., please mention TELEPHONY. 
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Are You U tilizing This 


New Monophone In 
Your Sales Work? 


In the highly important work of selling 
telephone service to new prospects and 
former users, are you using the best sales 


argument you can find? 


By best sales argument, we mean the new 
Type 34A3 Monophone. This handsome, 
self-contained instrument literally "sells 


itself" to everyone who sees and uses it. 


It's modern—in every sense of the word, 
with simple, clean lines, compact arrange- 
ment and superlative operation. Subscrib- 
ers appreciate the fact that there is no un- 
sightly bell box to mar walls or desk—in this 
new instrument, standard sized ringer, in- 
duction coil and condenser are all con- 


tained in the one-piece base. 


Send today for samples of this new 
Monophone. Give them to your salesmen 


to show prospects—then watch results! 


@ The Type 34A3 Monophone is entirely self-contained, standard 
sized ringef, induction coil and condenser all being enclosed in 
the one-piece base. 
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American Automatic Eleetrie Sales Company 
1033 WEST VAN BUREN STREET, CHICAGO 
General Sales Agents in U. S. and Possessions for 
AUTOMATIC ELECTRIC COMPANY, CHICAGO . . . . . AMERICAN ELECTRIC COMPANY, CHICAGO 
and other companies 


Exclusive Export Distributors 
AUTOMATIC ELECTRIC SALFS COMPANY, LIMITED - - 1027 West Van Buren Street, Chicago, U. S. A. 
AUTOMATIC ELECTRIC SALES COMPANY, Ss. A. 2 Rue ‘@ Verger, Antwerp, Belgium 


When communicating with American Automatic Electric Sales Co.. please mention TELEPHONY. 
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T.M. The King and Queen 
formally inaugurated Queens- 
way in Julv last. The picture 
shows T.M. Car leaving Liver- 
pool for Birkenhead via the 
new Tunnel. 


Top right. Central Control Board operation in 
communication with Patrol Man at one of the 98 
Combined Telephone and Fire-Alarm Stations 
(bottom left). 
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Though deep down under the bed of the River Mersey, Queensway is probably the 
safest 2!/, miles stretch of roadway in the world! Patrolled continuously from end to end 
nothing untoward can happen without it almost immediately coming to the notice of the 
Central Control Board operator. 


Combined Telephone and Fire-Alarm stations are installed every 50 yards throughout the 
length of the tunnel. The Fire-Alarm system is co-ordinated with the Traffic Signalling system 
and the initiation of a fire call automatically brings traffic to a standstill. 


All calls are received by the Central Control Board operator who has been given every 
facility for summoning the necessary assistance and taking precautionary measures to cope 
with any emergency. Moreover, an illuminated plan of the tunnel enables him to see which 
section of the tunnel is affected, and, by operating keys on the Control Board, he can reset the 
signals in the unaffected areas to enable traffic to proceed. 


The whole of the Telephone and Signalling Equipment has been designed, in collaboration 
with the Tunnel Engineers by: 


AUTOMATIC ELECTRIC COMPANY LTD. 
STROWGER WORKS, LIVERPOOL, 7 


Associated Company and Export Distributors: 
The International Automatic Telephone Co. Ltd. 


Norfolk House, Norfolk Street, Strand, London, W.C. 2. 


TELEPHONES « FIRE ALARMS - TRAFFIC SIGNALS 





A Handy Kink for 
the Telephone Lineman 


Telephone linemen have all experi- 
enced difficulty in locating high-resist- 
ance joints, particularly in iron wire. 
Worst of all, they usually show up in 
extremely cold weather, from contrac- 


tion, or extremely hot weather, from 
expansion. 
When a high resistance joint is lo- 


cated, the first thing to do is to clean 
the wire properly. This can better be 
done with a common shoe cobbler’s rasp 
as shown in the accompanying illustra- 
tion. A piece of line wire soldered onto 
one end makes a handy hook to fasten 
in the lineman’s belt. 

When it comes to pitted iron wire, a 
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Shoe Cobbler’s Rasp Found Suitable for 
Cleaning Wire Where High Resistance 
Joints Have Been Found. 


few strokes with the rough end of the 
rasp and a couple more with the fine 
end, followed by a rub with his glove, 
and the lineman will have a piece of 
wire that will take solder and is ready 
for a sleeve that will be moisture-proof. 
These rasps have four cutting sides of 
different-size teeth and are, therefore, 
easily adapted to the type of wire the 
lineman may be working with. 


Receiver Off Hook 
Causes 4% Trouble Cases 


One-fourth of all the cases of trouble 
reported last year to the New Jersey 
Bell Telephone Co., were found to be 
the result of the 
place the receiver in 
Some 71,585 cases of 
hook” 


subscriber failing to 
its proper place. 
“receiver off the 
were recorded by the company. 
In most cases it was possible to clear 
up the trouble from the test boards by 
means of the “howler” but in thousands 
of cases it was necessary to send out a 
repairman at an average cost of $1.58 
per visit. 
eee 
Ignoring Little Things 
May Cause an Accident 
sy JAKE, THE LINEMAN. 
Mornin’ buddies! It’s always bin fun- 
ny ter me, how many folks seem ter 
despise the little things. I've often 
heard fellers say, “Shucks, why put out 





When Plant Men Get Together 


so much Money on the little things? If 
you let them alone, they couldn’t cause 
a very bad accident.” 

Buddies, mere are not to be 
despised. Take the nerve of a tooth; 
it’s not as large as the finest needle, 
yet a small nerve can drive a man to 
distraction. A small mosquito can drive 
an elephant insane. Insects can cause 


trifles 


the death of the strongest man. Little 
grains of sand form sandbars upon 


which big ships founder. 


In fact, life is made up of little 
things. The man who travels over a 
continent must cover it inch by inch. 
The author who writes a book must do 
it sentence by sentence. The man who 
masters a science must master it fact 
by fact and principle by principle. 

Look at the inventions. Tle art of 
printing owes its origin to rude im- 
pressions carved on the bark of trees. 
The steam engine can be attributed to 
the fact that a man observed steam is- 
suing from a bottle which had just been 
emptied and placed close to a fire. The 
observer plunged the bottle into cold 
water and had common sense enough 
to notice the rush of steam which en- 
sued from the neck of the bottle. 

Gunpowder discovered when a 
spark fell into some material mixed in 
a mortar. Galileo observed the lamp in 
a church swinging to and fro and from 
his observations came the pendulum 
clock. Two children placed several pairs 
of spectacles before each other and dis- 
covered that far away objects were 
brought closer. From their childish 
experiment came the telescope. 


was 


Even the little things can cause the 
greatest number of accidents. A small 
nail left exposed in a place where some- 
one can either step on it or brush 
against it can cause infection and even 
death. A loose step on a pole can cause 
some worker to have a bad fall. De- 
fective spurs can cause a worker's climb- 
ers to cut out and send him tumbling to 
the ground. One cracked rung on a ladder 
can cause a worker to have a bad crack- 
up. A small hole in a rubber glove 
will allow the “hot stuff” to enter and 
do its deadly work. 

Buddies, take a bit of advice from an 
old-timer who has seen little things 
wreck a man’s life: Overlook nothing 
Pay attention to every detail of your 
work. Some insects, small as they be, 
are capable of destroying human life. 
The little careless and the little 
hazards which are often overlooked are 
just as capable of destroying life! 

Wa'll what we take up a 


acts 


say few 


brand-new signals, to sorta guide us in 
against 


Old 
22 


our war Man Accident? 





Study each one of them, they’ll help 
us ter keep on sending the old hombre 
back to his haunts every nite, without 
nary a bone er a scalp to add to his 
collection: 


Watch the little things. This little point- 
er if followed will prevent many a 
bad accident: before pumping a kero- 
sene furnace, remove the kettle and 
the molten solder. 

Often a tire blows out while it is be. 
ing inflated. To guard against such 
accidents always use the fender as a 
shield against possible blowouts 
while you are putting air in the tires 
on your truck. 

Reckless, thoughtless children should 
be kept from hooking rides on your 
trucks, thus saving yourself and your 
company many worries. With the bi- 
cycle coming back to popularity, many 
children are riding them around on 
the streets and many of these chil- 
dren like to hook rides on the back 
of cars and trucks. Be on the con. 
stant lookout for such cases and warn 
the children of the danger of such 
practices. 

Keep this fact in your head: Take 
short paces in all the slippery places 
and you will avoid many a bad fall 
It might be well to remember that a 
fall of one or two feet can be just as 
fatal as a fall of 100 or 200 feet—the 
only difference lies in the fact that 
the body is not so mangled by a fall 
of only a few feet. 


Some measuring tapes contain fine cop- 
per wires. Therefore, it is a good 
safety practice to keep all measuring 
tapes away from live wires, for if a 
tape touches one it may become a 
deadly live wire and bring death to 
the man who is handling it. This is 
something for the material supervi- 
sor to check up on, for he should 
make sure that all tapes purchased 
do not contain any copper wires. 

Always remove material trucks to a 
safe location. Never leave them in 
passageways. Not many days ago a 
truck was left lying near one of the 
storeroom entrances; an employe 
came through the entrance and stum- 
bled over the truck, suffering severe 
bruises on his ankles. 

Frequently the question is asked by 
safety supervisors as to what is to 
be done with the man who continues 
to take chances. My answer is: Re- 
move him from his job. The man 
who does not think enough of his own 
life to work safely is not only danger- 
ous to himself but also to his fel: 
low-workers. 

Every bridge or cross walk that is made 
while excavation work is going on 
should be substantially built and fre- 
quently inspected for defects. 

Let this little pointer stay with you: 
When standing on the ground and 
using the tree trimmer or the saw to 
remove limbs from trees, always be 
sure to remove and dispose of each 
limb that is cut off, before you start 
to cut another limb. If you leave the 
limb among the other branches It 
may fall when you start to cut off 
another one. 
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should never use candles, matches 
any open flames around the sub- 
‘iber’s premises. When working in 
sements and other unfamiliar places 
ere a light is needed, use a flash- 
ht or an electric extension light. 


\Va'll, I guess that’s about enuf fer 
* go I’ll get goin’. Be on the look- 
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out for me next Saturday. Until then 
remember: “Preach safety all of the 
time—but be sure you ‘practice what 
you preach’!” So long, buddies, take 
care of yourselves. We have only four 
months to go and if we can keep on at 
the same pace we have been going, Old 
Man Accident will soon be bankrupt. 


Here and There 
In The Field 


Advocates Telephone 
Number on Letterheads 

A complete letterhead, in the opinion of 
John Howie Wright, specialist of direct- 
mail advertising, includes not only the firm 
name, the business of the firm and the 
street address, but the telephone number as 
well. He “marks down” the value of a 
letterhead 5 per cent if it does not carry 
the firm’s telephone number. 

“The purpose of a business letterhead 
is to help business,” says Mr. Wright. “If 
a prospect or customer of yours receives 
a letter from you and wishes to immedi- 
ately get in touch with you by telephone, 
you should make it easy for him to do so. 
If a prospect or customer of yours is in a 
hurry for some stationery and wishes to 
send a messenger to your place of busi- 


ness, it should not be necessary for him 
to look up the address. ; 

“If you want to do business with me and 
want to use your letterhead as one of the 
mediums of telling me about your busi- 
ness, please do not put me to any unneces- 
Sary trouble.” 


eee 
Some Things I Didn’t 
Know Until Now 
By Oscar WILL TELL 

That the TWX (Telephone Typewriter 
Service) does for the typewritten word 
what the telephone does for the spoken 
word 

That a book copyrighted as late as 1909 
refers to the art of telephony as “Tele- 
phonology.” 

That an official boy scout field set is now 
available which combines a field telegraph 
and telephone set in a single unit. 

That an expanding cone earth anchor is 
now available for telephone work, which 
combines the principles of both the expand- 
ing type and cone type pole anchors. 


Helpful Suggestions 
For Selling Service 
\ recent issue of the Indiana Telephone 
contains some helpful suggestions 
mployes engaged in new subscriber 
solicitations. The first five points refer 


Ne 


to 


to the preparation on the part of the em- 
ploye and the remaining seven points to 
the interview. The suggestions follow: 

1. Study layout of premises, habits of 
customer, and determine what telephone 
facilities are needed and where they should 
be located. 

2. Be sure you know rate for service 
to be recommended. 

3. Decide principal advantages of ser- 
vice to the customer. 

4. Think of questions and objections 
that might be raised and best way to an- 
swer them. 

5. Select suitable time to discuss ser- 
vice, taking first opportunity when cir- 
cumstances are favorable. 

6. Be natural in the discussion. 

7. Open with an observed incident in- 
dicating need for service, where prac- 
ticable. 

8. Picture what the service will do for 
the customer, using examples from his 
own experience wherever possible. 

9. Meet objections with a reasonable 
attitude, in all cases avoiding argument. 

10. Close sale as soon as customer 
appears in agreement with your proposal, 
making sure rates are understood. 

11. If it develops customer is not an 
immediate prospect, leave an idea that will 
promote demand when conditions have 
changed. 

12. Remember, you can make a friend 
for the company, whether or not you make 
a sale. 

eee 


Why Every Home 
Should Have Service 


Just suppose you were not working for 
the telephone company, and that a tele- 
phone employe should endeavor to sell you 
service. What sort of sales argument 
would prove most effective? 

The Michigan Bell—the magazine of 
employes of the Michigan Bell Telephone 
Co.—recently published a series of ques- 
tions the telephone employe might put to 
you. The following questions were sug- 
gested by a member of the general sales 
department of the Michigan Bell Tele- 
phone Co.: 

If you should awake at night to find 








Cook XB is NOT radical in de- 
sign. The design is based on 
thirty years of successful satis- 
factory experience with a steel 


corebox. 


And like its predecessor, Cook 
“All-Steel” protected terminal, 
the XB terminal is living up to 
its reputation 100%. 


So well has the XB served that 
a single telephone company in 
New York State has more than 
12,000 installed. 


For terminals of PROVEN 
MERIT specify COOK. 


Cook Electric Co. 


CHICAGO 
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your home in flames, would not telephone 
service be of advantage to you? 

If you should see _ suspicious-looking 
characters on your property, would you not 
be glad to be able to get in touch with 
the police—instantly ? 

If one of the children, your wite or 
yourself, should have an accident, or be 
taken ill suddenly, would it not be advan- 
tageous if you could summon a_ doctor 
without delay ? 

If you applied for a position—and could 
write a telephone number on your applica- 
tion—would not the employer who needed 
help be more likely to call you than some- 
one who had no telephone ? 
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Would the family worry if you couldn't 
telephone home when you were going to 
be late? 

How would you get a plumber quickly 
if a pipe should burst, and you had no 
telephone ? 

When it is very wet or stormy, wouldn't 
it be convenient if you could call the cor- 
ner store for your groceries? 

Would it not be pleasant if you could 
get into immediate touch with relatives 
or friends whenever you wished? 

Wouldn't the telephone give you added 
social and business prestige? 

Many good reasons for having telephone 
service in the home are suggested in the 
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CINEMA 


By Miss Anne Barnes, 


Traveling Chief Operator, lowa Independent Telephone Association, Des Moines, Iowa 


The average adult has at some time in life seen a three-ring circus 
performance. Many of us have had this delightful experience at 
least once when we were children. ‘Oh, I didn’t see that,” we would 
exclaim when someone related something we missed while watch- 
ing one of the other ring performances. But we just couldn’t take 
in all the doings in those three rings at the same time. 

’Tis, said, “All the world’s a stage, and all the men and women 
merely’ players.” 

What a moving picture the happenings of just one day would 
make. It would be too vast and complicated for the human eye to 
take in even a very small part, for that matter. And so, after one 
appraising glance, we mortals would not attempt to take in the 
whole cinema but would instead search out the tiny cross section 
which we call our home town. And having found it, I believe we 
would find its happenings, as they passed in panoramic view before 
our vision, mind-gripping, heart-stirring, laughter-provoking and 
satisfy.ng. 

Even an ordinary day in Hocum and vicinity would furnish 
material for a great cinema. After all, it is well that the stage at 
Hocum with its men and women players are invisible. It is better 
that way. 

A day’s traffic at any central office, if the nature of its hundreds 
of calls could be dramatized, would make a very interesting and fast- 
moving cinema. 

Let us follow through a day with Mrs. Brown, the average house- 
wife, and note how many things she has to do. Her regular duties 
comprise such things as setting her house in order, planning meals, 
ordering groceries, preparing meals, and inspecting family clothing. 

If that were all she would have a comparatively busy day, but she 
has a multitude of miscellaneous duties and social activities sand- 
wiched in—to say nothing of telephone communications, both social 
and otherwise. 

But long before any member of her family is up, Central is ready 
to be of service. In fact, we never leave her quite alone. I some- 
times wish that Central might take the stage for just 24 hours and 
be visible to her public. The cinema would register the many uses 
that Mrs. Housewife makes of her telephone. It might show her, 


too, many other uses she could make of her telephone if she had an 
extension or two. 

3ut one thing, I am sure, would be a revelation to her—the ac- 
commodating service of the operators even under heavy peak 
loads. We do know Mrs. Housewife’s duties are more effectively dis- 
patched and her life less crowded because of the many steps the 
telephone saves her. 





MT 








HUcHUDO LANNE HOO LanAnABOENEONE 

















Vol. 107. N 





Michigan Bell company's regular weckly 
newspaper advertising. Its newspaper ad- 
vertising is designed to back up its sales 
effort. 
eee 
Survey at Bell Exhibit at 
Chicago’s World’s Fair 

Some interesting revelations with re- 
gard to the public’s impressions of long 
distance telephone rates were made in a 
survey conducted at the Bell System ex- 
hibit at the Century of Progress Exposi- 
tion in Chicago last year, according to 
a story recently published in Long Lines. 
Interviews with 1,907 persons making 
application for the souvenir long (is- 
tance call, formed the basis for the sur- 
vey. 

According to information released by 
the chief statistician’s division of the 
American Telephone & Telegraph Co. it 
was learned that about 37 per cent of 
the persons making souvenir calls knew 
the rate to the place called. People who 
did not know the rates seemed to think 
that long distance rates were much 
higher than was actually the case. Their 
impression of the amount of the day 
rate was more accurate than their im- 
pression of the amount of the night rate. 
Likewise their impression of the amount 
of the rate for calls of more than 1,000 
miles was more accurate than that for 
calls of less than 1,000 miles. 

It was learned that individuals judged 
to be in the higher income levels knew 
more about long distance rates than did 
Another 
interesting revelation was the fact that 


persons in the lower groups. 


there were telephones in the homes of 
approximately two-thirds of the persons, 
while some 2,500 different towns and 
cities in the United States were repre- 
sented : 

eee 


World’s Oldest Subscriber 
Dies at Eighty-four 

Dr. Ernest LeRoi Thomson, believed 
tc be the oldest telephone subscriber in 
the world, died at his home in New Ha- 
ven, Conn., on June 20, at the age of 84 
He was the oldest survivor of the sub- 
scribers to the New Haven telephone 
directory, believed to be the first to be 
published in the world. 

This directoy was issued in 1878. 
When it was printed only three local 
physicians would allow a telephone to 
be installed in their offices or homes, 
believing the night calls would ruin 
their health. Dr. Thomson, the younges 
of the three, had lately received man) 
complimentary calls and messages of 
congratulation at being the oldest tele- 
phone subscriber in the world. 

Before retiring 25 years ago Dr. Thom- 
son was one of the most prominent gen- 
eral practitioners of medicine in the 
state of Connecticut. He was known for 
his ability as a hunter and sportsman 
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Doings Of 
Various Commissions Approve 
And Courts 


State Commissions to 
File Accounting Objections 


On August 16 the Federal Communica- 
tions Commission (Telephone Division) 
issued an order setting out that “repre- 
sentatives of the several and of 
bodies 
tele- 


states 
regulatory 
jurisdiction 
therein, and all other 
shall have until 
October 1, 1934, within which to file ex- 


the commissions or 
having 
carriers 


thereof over 
phone 
parties at interest, 
ceptions or objections to the report of 


the Interstate Commerce Commission, 
No. 25705, affect- 
ing accounting rules for telephone com- 


panies, or to 


rendered in its docket 


amendments or 
accounting 


suggest 


changes in such rules for 
telephone companies.” 

The order stated that representatives 
of certain state commissions or regula- 
tory bodies, having jurisdiction over in- 
trastate service rendered by telephone 
carriers, had indicated that they desired 
a hearing on the report of the I. C. C 
which was issued July 9 (TELEPHONY of 


July 28) 


following an investigation 
and also desired to file exceptions and 
with 
the I. C. C. 

“that all 
and 


writing 


and make suggestions 
to the 
It was further ordered 


exceptions, 


objections, 
respect report of 
such 
objections 
filed in and 15 copies 
ereof provided within the time herein 
specified.” 


suggestion 
shall be 


th 


Ohio Commission Requests 
Copy of FCC Return 


‘oincident with the issuance of tele- 
Nos. 5 and 6 by the Fed- 
Communications 
ist 16 


ione orders 
Commission on 
(TELEPHONY of August 25) 
ring telephone companies subject to 
risdiction to file cer 
Ohio 
August 
order No 


and 
the 
Commission on 


prepare 
information 
Utilities 
ssued its 


and data, 


administrative 


s order requires all telephone com 
eS operating within the 
that file the Federal 
ations Commission a return to the 
hone division’s Nos. 5 and 
all at the filing sub- 
1 copy of the Ohio 


state of 
with Com 
orders 
time of such 
such return to 
mission. 


The order further directs each tele- | 
phone company within the state, unless 
otherwise ordered, to file with the com 
mission a copy of each report which it 
may hereafter submit to the 
Communications Commission. 


Federal 


Utility Division of 
the NRA Is Created 


Part of the plan for the reorganization 
of NRA was taken on August 25 with 
the creation of a new division to handls 
public utility, transportation 
munications codes. 

Colonel George A. Lynch and Black- | 
well Smith, NRA administrative officers, 
who two of those left 
Johnson to carry on 
vacations at Bethany 
with President 
policy changes. 


and com- | 


were behind by 
while he 
Del., 


Roosevelt 


General 
Beach, con- | 
ferred over | 
Leighton H. Peebles is acting division 


administrator of the new division 
created on August 25 by executive order. 
Public utilities, transportation and com- 
munications, for which a code is pend- 
ing, will come under a single division 
The shipping industry whose code is on 
President Roosevelt's desk for approval, 
also is to be placed under the new 
agency. 


Orders Completion of 
Western Union Valuation 


The Federal Communications Commis- 
sion (with Chairman E. O. Sykes 
siding) issued an 
the 
Commission to 


pre- 
order, on August 20, 
Interstate 
complete a_ tentative 
report of the Western Union 
Telegraph Co. and its subsidiaries and 
affiliates and furnish the FCC with a 
duly authenticated copy thereof with all 
records relating thereto. 

This ruling 
with the provisions of section 
of the 


requesting Commerce 


valuation 


was made in accordance 
213 (2g) 
Communications Act of 
1934 which provides that the Interstate 


Commerce Commission, if 


Federal 


requested to 
do so by the FCC, shall complete at the 
earliest practicable date such valuation 
of properties of carriers subject to the 
in progress and shall 
transfer to the FCC the records relating 
thereto. 


act as are now 
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NO. 6 BOND 
TELEPHONE CELL, 


perfect seal-soldered 
zinc top, developed 
especially for the 
telephone industry. 
Its high internal re- 
sistance. the steady 
characteristic of the 
voltage it maintains 
over many months of 
service and its bal- 
anced recuperation 


result in long, uni- 


form, dependable service on transmitter or low- 
drain circuits. Far exceeds specifications of 
the U. S. Bureau of Standards. 


VOLTPRUF FLASHLIGHT 


All-fibre case, no ex- 
posed metal. Cannot 
transmit electric 
shock on circuits of 
16,000 volts. A prac- 
tically indestructible 
case, unaffected by 
oil, grease or gaso- 
line, affording a good 
grip, not cold to the 
hands. Bond patented 
internal switch in- 
sures long, satisfac- 
tory service. 


FLASHLIGHT 
BATTERIES 


make every flashlight 
better, make Bond 
flashlights best. The 
patented, impreg- 
nated fibre dome top 
prevents short cir- 
cuits, gives stronger 
light and more burn- 
ing hours. 


FOR AUTOMOTIVE EQUIPMENT 
phar me ew the year-’round coolant, anti-freeze 


GASKET MAGMA—Makes 
proof joints. 


INHIBITOR—Stops 
rusting, corrosion. 
NOLEEX—Cures leaky radiators. 


SOLVO SUPER FLUSH—Cleans entire cool- 
ing system. 


BOND IS ON THE AIR 


Promoting Bond Flashlights, Flashlight Bat- 
teries, Radio A, and C Batteries, Radio 
Tubes and Condensers. 


TCU BOND) 


257 Cornelison Avenue, Jersey City, N. J. 


Branches and 


permanent leak- 


cooling system scaling, 


Warehouses Conveniently 
Located 


CLIP AND MAIL COUPON 


Send data on 


Bond Dry Cells 
Flashlights 


and Voltpruf 


Co. Name 
Your Name 


Address 
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The order specifies that the tentative 
valuation shall be made in conformity 
with the provisions of the law in sec- 
tion 213 of the Communications Act of 
1934 under which the FCC has jurisdic- 
tion to make a valuation of all or any 
part of the property owned or used by 
any carrier subject to the act. 

It provides that after the report has 
been filed with the secretary of the FCC, 
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the commission shall receive—if ten- 
dered within 30 days—exceptions and 
objections to the tentative valuation re- 
ports and briefs in support of such ex- 
ceptions and objections. Oral arguments 
in support of such exceptions and objec- 
tions shall be heard by the FCC which 
shall thereafter fix the final valuation 
of the carrier and its subsidiaries and 
affiliates. 


Investigation of 
Florida Hotel Rates 


The Florida Railroad Commission, 
with Chairman Eugene F.. Matthews pre- 
siding, held hearings on August 20, 21, 
22 and 23 at the request of the Florida 
State Hotel Association for the purpose 
of a further investigation into the tele- 
phone rates charged hotels in Florida. 

Counsel for the commission and the 
hotel association attempted to prove a 
disproportionate burden of 
cost has been 


operating 
thrown upon the local 
calls, rather than upon toll calls, as a 
basis for fixing rates. 

The August 20 hearing was mainly de- 
voted to introduction of voluminous sta- 
tistical records compiled by the Penin- 
sular Telephone Co., of Tampa, at the 
commission’s order. These showed the 
division of costs and revenue between 
local calls and long distance business. 

Testifying from these records, C. E. 
Archer, treasurer of the Peninsular 
company, told the commission that the 
company’s net earnings for 1933 were 
$517,928 or 4.63 per cent of an invest- 
ment of $11,186,099. 

“The company,” said Mr. Archer, “is 
not making any money. There is no 
need for an effort to paint the situation 
with gloom, for the gloom is there in 
the record. The company paid its last 
dividend from the surplus, but that has 
been wiped out and there is no more 
surplus.” 

Reproduction value of the Peninsular 
company’s properties was estimated at 
$13,643,886 by R. W. Shriner, engineer 
for the company, and the present value 
at $12,817,293. 

The Peninsular company last year 
earned 5.42 per cent from its investment 
of $2,973,268 in toll equipment and 4.45 
per cent from an intrastate investment 
of $9,112,829. 

E. J. Cosgrove, Jr., of St. Petersburg, 
attorney for the hotel association, pro- 
tested the testimony of J. S. Gillentine, 
vice-president of the Inter County Tele- 
phone & Telegraph Co., of Fort Meyers, 
that hotels were charging guests for 
telephone calls. Chairman Matthews 
overruled him and the testimony stood. 





Mr. Gillentine said the hotels were 
charging their guests for calls—‘gener- 
ally 10 cents a call’—and in addition 
received a commission on all long dis- 
tance connections made through their 
switchboards. 

At the August 21 hearing Florida ho- 
tel men presented further testimony in 
an attempt to prove that hotel telephone 
rates are “discriminatory and unjust.’ 
The witnesses opposed the _ service 
charge made for each room telephone, 
and which is charged for, in addition to 
trunk lines and switchboard rental. 

While their counsel successfully resist- 
ed efforts to place on record testimony 
which might reveal the exact charges 
made by each hotel against guests for 
calls, the witnesses said these collec 
tions did not cover costs. 

Leonard K. Thompson, of Miami, im- 
mediate past president of the Florida 
State Hotel Association and member of 
the governing board, testified that after 
deductions of all revenue derived by the 
hotel from telephone accounts—either 
from guests or as commission on long 





distance calls—the service still costs 
$500 monthly. 

Carl D. Brorein, vice-president of the 
Peninsular Telephone Co., explained and 
defended a variation of $2,200,000 be- 
tween the commission’s estimate of re 
production new and what company books 
show as the actual investment in the 
intrastate system. He testified that 
while commodity prices have declined in 
many fields, cost of telephone equipment 
has mounted. 

So great have been the increases in 
prices charged for some equipment that 
the Peninsular company’s system—for 
the most part 10 or more years old—to- 
day has a book value of $1,400,000 in 
excess of the investment by the concern. 

Mr. Brorein explained in detail how 
the estimate of the cost of entirely re- 
building the system had been deter- 
mined. The intrastate system of the 
Peninsular company cost $11,186,000. It 
now is rated, with customary deprecia- 
tion allowance, as worth $12,629,216, and 
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the new reproduction cost was estinat- 
ed at $13,443,591. 

At the hearing on August 23, exhi)its 
were introduced purporting to show 
large gains in annual net operating reve- 
nues of the Southern Bell Telephone & 
Telegraph Co. in Florida, since the so- 
called “peak” in 1926. 

E. J. Cosgrove, Jr., of St. Petersburg, 
attorney for the hotel association, filed 
the exhibits and asked from the witness 
stand for a complete revamping of tele. 
phone tariffs charged in Florida. 

Comparing 1926 with 1933, the ex. 
hibits showed an increase of $741,000 in 
operating revenues and a decrease of 
$1,084,000 in net operating expense for 
the Southern Bell in Florida last year. 

Attorney Cosgrove reported the South- 
ern Bell’s expenses are an average of 
$1.61 lower for each subscriber station, 
and the net revenue for each station to 
be $3.31 more than in other southern 
states served by the same company. 

Seeking particularly lower rates for 
hotels, Attorney Cosgrove asked they be 
charged no more than the re-adjusted 
business line rate for their trunk wires 
to the outside; a scaled reduction in 
switchboard rental charges, and a reduec- 
tion to no more than 25 cents of the 
monthly charge for room telephones. 

He also requested the commission to 
issue an order eliminating charges for 
power and ringing current for switch- 
boards, and the abolition of mileage 
costs. The mileage charge, he said, 
applies to outlying hotels where special 
wires must be strung from exchange 
lines. 

eee 
Communications Commis- 


sion Names Chief Engineer 

The Federal Communications Commis- 
sion (with Chairman E. O. Sykes presid- 
ing) on August 20 appointed Dr. C. B. 
Jolliffe as chief engineer on a perma- 
nent basis. A. D. Ring, E. J. Jett and 
W. G. H. Finch were likewise given reg- 
ular appointments as assistant chief en- 
gineers of the commission. 

For several years Mr. Ring was senior 
engineer in the broadcast section of the 
Federal Radio Commission and Mr. Jett 
was an assistant chief engineer. Mr. 
Finch has been chief engineer of the 
American Radio News Corp. and a con- 
sulting engineer in New York. He holds 
several teletypewriting patents. 

Dr. Jolliffe has been serving as chief 
engineer of the Federal Communications 
Commission on a temporary basis since 
July 11. Previously he served as chief 
engineer of the Federal Radio Commis- 
sion from March 1, 1930, until it was 
abolished by the creation of the Federal 
Communications Commission in July 
last. 

A native of West Virginia, where he 
was born November 13, 1894, Dr. Jolliffe 
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graduated from the University of West 
Virginia, at Morgantown, with a Bache- 
lor o! Science degree in 1915. From 1917 
to 19:8 and from 1919 to 1920 Dr. Jol- 
liffe ‘aught physics in his alma mater. 

Upon receiving his degree of Master 
of Science in 1920, from the University 
of West Virginia, Dr. Jolliffe secured 
an appointment as instructor in physics 
at Cornell University, Ithaca, N. Y. Dur- 
ing tne ensuing two years he not only 
taught physics but continued his studies 
as well, receiving the degree of Doctor 
of Philosophy (Ph. D.) in 1922 from 
Cornell. 

For the next eight years Dr. Jolliffe’s 
activities were with the radio section of 
the United States Bureau of Standards. 
As assistant chief engineer of the radio 
section, he was engaged in research 
work in connection with radio wave 
propagation and the development and 
maintenance of standards of frequency. 
Dr. Jolliffe’s activities in this phase of 
radio work ‘resulted in several scientific 
publications. 

In 1929 he was chairman of the Insti- 
tute of Radio Engineers and the success 
of the fourth annual convention of the 
institute in Washington was largely ac- 
credited to his efforts. 

On Mareh 1, 1930, Dr. Jolliffe was 
made chief engineer of the Federal 
Radio Commission, which position he 
continued to fill until the functions of 
that body were taken over by the Fed- 
eral Communications 
July 11. 


Commission on 


Dr. Jolliffe has participated as techni- 
cal adviser or American delegate in a 
number of important international radio 
conferences, as follows: Washington, in 
1927; The Hague, Netherlands, in 1931; 
in Madrid, Spain, in 1932, and in Mexico 
City, Mex., in 1933. 

eee 


Offers Rate Schedule 
To Bay State Board 


Seeking a review of the decision of 
the Massachusetts Department of Public 
Utilities issued on July 31 in favor of 
the New England Telephone & Tele- 
graph Co., Wycliffe C. Marshall, counsel 
lor the petitioners for reduced rates, has 
petitioned the board to determine the 
reasonableness of the proposed rates 
filed by him as an exhibit in the case 
(TELEPHONY of November 11, 1933). 

The schedule covers a state-wide sys- 
tem of rates expressed in relatively sim- 
ple terms as compared with the complex 
rate structure in vogue, and which was 
sustained by the commission. In gen- 
eral it abolishes flat rate service in all 
but the rural districts, substituting the 
principle of measured service widely in 
Dlace of flat rates. 

Mr. Marshall sets forth that the affili- 
ates in Massachusetts of the American 
Telephone & Telegraph Co. and New 
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England Telephone & Telegraph Co., 
both of New York, should be _ re- 
quired to file rates for intrastate tele- 
phone service, contending that they are 
doing business in the state by virtue of 
having secured locations in the com- 
monwealth. 

He asks the board to review the ques- 
tion whether the rates filed by the peti- 
tioners should not be applied by these 
subsidiaries as just and _ reasonable 
charges for the service to be performed. 
The affiliates named are the New Eng- 
land Telephone & Telegraph Co. of Mass- 
achusetts, American Telephone & Tele- 
graph Co. of Massachusetts, Southern 
Massachusetts Telephone Co., Massa- 
chusetts Telephone & Telegraph Co., and 
the Providence Telephone Co. of Massa- 
chusetts. 

eee 


Oregon Hearings Ended 
in Pacific T. & T. Case 


Hearings in the state-wide rate case 
of the Pacific Telephone & Telegraph Co. 
in Oregon were concluded on August 16 
before Chairman Charles M. Thomas, of 
the Oregon Public Utilities Commission, 
with the exception of possible oral argu- 
ments. This was agreed to by A. E. 
Clark, attorney for the commission, and 
Omar C. Spencer, attorney for the com 
pany. 

The Oregon investigation was insti- 
tuted on the commission’s own motion 
about three years ago, and many hear- 
ings have been held in the matter. Ap- 
proximately 144 exhibits have been pre- 
sented in all by the company and the 
commission. 

At the concluding hearing on August 
16 W. J. Dodge, general commercial 
manager for the company, and C. R. 
Lester, director of engineers for the 
commission, were on the witness stand 
presenting rebuttal testimony. An ap- 
pearance also was made by several rep- 
resentatives of the Oregon Apartment 
House Owners’ Association, who com- 
plained regarding rates charged by the 
company for interior apartment house 
communication systems 

eee 


Government Workers Dam- 
age Telephone Property 


Telephone companies in a number of 
sections of Ohio have been much per- 
turbed in recent weeks by what they 
believe to have been wanton destruc- 
tion of their property by government 
workers on CWA and FERA projects 
along the highways. 

According to reports received at the 
headquarters of the Ohio Independent 
Telephone Association in Columbus, 
Ohio, telephone poles have been broken 
down by such workers in many places, 
not only disrupting service to patrons of 
the different properties, but occasioning 
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heavy expense to a number of companies 
that could ill afford it. 

Not only have the telephone poles been 
broken down once, but in some instances 
one or two additional 
placements had been 
to Frank McKinney, 
treasurer of the association. 
that in one 
borrowed 


times after re- 
according 


secretary 


made, 
and 
He stated 
instance a small company 
money to that 
were destroyed in this way, only to be 
demolished the second time. 

The trouble was reported to the Ohio 
Public Utilities Commission by the tele- 
phone companies concerned and the mat- 


replace poles 


ter appears to be in a fair way to be 
adjusted. The commission is reported 
to have traced down the cause of the 
trouble, and has received the assurance 
of the military authorities directing the 
work that it will not be repeated and 
that an effort will be made looking to a 
satisfactory adjustment. 
+ . > 
New York Accounting 
Order Affirmed 
York Public 
affirmed a _ previous or- 
New York Telephone 
Co. to enter on its books and in 


The 
mission 


New Service Com- 
has 
der directing the 
its ac 
counts certain journal entries to reflect 
and record the purchase of the telephone 


plant and equipment of the Galway Tel 


rapo 
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ephone Co. which it acquired in 1932 for 
$10,000. The Galway company served a 
portion of Saratoga and Schenectady 
counties in New York. 

The New York company asked for a 
rehearing on the commission’s order con- 
tending that the New York commission 
did not have jurisdiction over the ac- 
counting practices of the company, but 
that such authority rested with the In- 
terstate Commerce Commission. 

The rehearing was granted and has re- 
sulted in the state commission affirming 
its previous order with the finding that 
“the jurisdictional issue raised by the 
New York Telephone Co. in its petition 
for rehearing is manifestly ill-conceived 
and is not supported by the record.” 

An opinion approved by the commis- 
sion points out that the exceptions 
raised in the petition for rehearing, and 
upon which the jurisdictional 
founded, relate to the 
merce Commission's system of accounts 


issue is 
Interstate Com- 
is control- 
when 


which the company insisted 
ling and which was not in effect 
the state commission's order directing 
the journal entries was made. 

transfer and the 


Galway 


interim the 
purchase of the 


In the 
property was 
entered in suspense account. It is also 
pointed out that properly assuming that 
the entries submitted to the state com- 
mission by the New York Telephone Co 
were the entries later submitted to the 
Commission, it 


Interstate Commerce 


would appear that the latter body has 


approved of entries contrary to its sys 
tem of accounts in that the entries sub- 
mitted contemplated the entering of the 
net amount of the purchase price as an 
asset entry withont setting up any re- 
serve 


The 


sion to 


entr) 


opinion that “such omis 


states 


properly supervise accounting 
that 


scriptions should be 


practice Warrants accounting pre 
administered by a 
qualified state regulatory body.” 
It is obvious,” 
the New 


fer to have its accounting and account 


says the opinion, “that 
York Telephone Co. would pre- 
ing practices regulated through routine 
office 


Cistant 


scrutiny of submitted entries by 


parties unfamiliar with local 


niatters rather than follow directions 
prescribed by this commission after de 
teiled field of its 
books prop 


erty by accounting 


examinations in the 


accounts and records and 


this commission's 
and engineering divisions.” 
that this 
sion does not concede the alleged higher 
authority of the I. C. C. over account- 
ing practices of the New York Telephone 


The opinion adds commis 


Co. or over other telephone companies 
conducting practically all of their busi- 
in New York State. Over 90 per 
cent of the revenues of the company is 
derived from business within the state. 


ness 


“Effective regulation of telephone com- 
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panies in this state cannot be had if the 
Interstate Commerce Commission is to 
usurp the field of accounting practices,” 
says the opinion. “In all other respects 
the New York Telephone Co. and other 
telephone companies in this state must 
comply with the public service law and 
with the regulations of 
mission.” 


this com- 


Union Blocks Move for 


Lower Rates in Boston 
At the recent convention of the Mas- 
sachusetts State Federation of Labor in 
Joston a resolution calling for a redue- 
tion in telephone rates was blocked by 
a delegation from the Boston Telephone 
Operators’ Union, which argued success- 
fully that the move for lower rates was 
sponsored by interests outside organized 
labor labor as a 
“catspaw.”’ 


who wished to use 
that the best in- 
terests of the employes of the company 
lay in sustaining the present rates; also 
that a move toward lower rates was un- 
fair, as a union survey of the company’s 
finances which had been made to present 


It was pointed out 


a case before the code authority, showed 
the New England Telephone & Telegraph 
Co. to be in a condition which does not 
warrant both rate reductions and wage 
increases. 


Boston City Council 
Seeks E. R. A. Grant 


The city covneil has 


passed 


Boston, Mass.., 


in order reques‘ing Mayor Mans 
field to apply to the federal government 
for an E. R. A with which to 


finance tele- 


grant 


rate rroceedings against 


phone, gas and electric power Companies 
operating in the city. Councilman David 
M. Brackman, who introduced the order, 
declared that rate reduction cases can- 
successfully pushed against these 


funds to 


not be 


utilities without substantial 


cover the cost of examining their finan- 
cial condition and operating methods 
eee 


Indiana Commission’s 
Public Counsellor Resigns 


Sherman Minton, public counsellor for 
service commission 
August 1. His 
resignation is due to the fact that he is 


the Indiana public 


has resigned, effective 
nominee for senato! 
and, letter written the 
governor, feels that activities during the 
campaign will require his entire time 
Mr. Minton was the first to hold the 
post counsellor, a position 
created at the last session of the Indi- 
ana legislature to protect the rights of 
the people in all rate matters. He has 
particularly active since taking 
has secured rate reductions 


the Democratic 
according to a 


of public 
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in various utility fields amounting to 
nearly $4,000,000. 

He inaugurated the practice of induc- 
ing dissatisfied patrons to meet with 
utility officials and compromise their 
differences if possible rather than re- 
sort to expensive litigation. He was 
originally from New Albany, Ind., where 
he was an attorney. 


2 o . 
Bay State Commission 
Referendum Hits Snag 


Preliminary papers, designed to pro- 
vide a referendum for the popular elec- 
tion of members of the Massachusetts 
Department of Public Utilities, were re- 
ected recently by Attorney-General Jo- 
seph E. Warner on the ground that they 
failed to contain a draft of the desired 
jill. Under the initiative law any ap- 
nlication for legislation must contain a 
omplete draft of the bill which it seeks 
to have enacted. At present commis- 
sioners are appeinted by the governor. 

eee 


Commission Rulings and 
Schedule of Hearings 


FrepERAL COMMUNICATIONS COMMISSION 


August 16: Order issued by telephone 
livision directing representatives of 
state commissions and/or regulatory 
bodies, having jurisdiction over intra- 
state service rendered by telephone car- 
riers, to file by October 1 any excep- 
tions or objections to the report of the 
Interstate Commerce Commission, given 
in its docket No. 25705, affecting ac- 
ounting rules for telephone companies 
1 to suggest amendments or changes 
in such accounting rules. ; 

August 20: Order issued requesting 
Interstate Commerce Commission to 
complete a tentative valuation report of 
Western Union Telegraph Co. and its 
subsidiaries and affiliates and furnish 
the FCC with a duly authenticated copy 
thereof with all records relating thereto. 

After such report has been filed with 
the secretary of the FCC, exceptions and 
bjections thereto may be made within 
{0 days and oral arguments shall be 
heard by the FCC before fixing the final 
valuation of the carrier and its sub- 
sidiaries and affiliates. 

CALIFORNIA 

August 8: Application filed by the Pa- 
ific Telephone & Telegraph Co. for per- 
mission to place in effect correct rates 
for interchange service at Castle Hot 
Springs, Lake county. 

FLORIDA 

August 20-23: Hearings before Chair- 
nan Eugene F. Matthews at request of 
Florida State Hotel Association to in- 
vestigate telephone rates charged hotels. 

KANSAS 

August 13: The Southwestern Bell 
Telephone Co. authorized to extend its 
initial area rate for Wichita to include 
certain sections on the south and east 
boundaries of Wichita, which have been 
ieveloped outside the city boundaries. 
One of these districts is that of the 
United States War Veterans Hospital 
lor Kansas. 

The extension of the initial Wichita 
rate area will make it unnecessary for 
the telephone company to charge tele- 
phone users in these outlying districts 
Mileage in addition to regular rates. 
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11==ee= a Soe 
Answers to the Traffic 
Questions on Page 13 


1. Five minutes on a_ built-up 
circuit. 

2. Say, for example: “Call operator 
20 at (name of your office) 


(precedence) .” 

3. See the introduction to this series 
of questions and answers. 

4. If the distant operator has not 
given you a report at the end of 
14% minutes from the time your 
order was acknowledged, reach 
the intermediate operator and 
say: “AG (order as originally 
passed).” When the distant op- 
erator answers, say: “Is the 
number DA?” 

5. “OK” and the time is entered in 
the space for reports. 

=> == 

August 23: Hearing on complaint of 
the Western Telephone Corp. against the 
Farmers Telephone Co., of McCracken, 
concerning the establishing of a boun- 
dary between Alexander and McCracken. 

August 24: Hearing on complaint of 
the Western Telephone Corp. against 
the Belmont Telephone Co. in the mat- 
ter of establishing a boundary line be- 
tween the exchanges at Norwich and 
Belmont. 

August 28: Hearing in Topeka on 
complaint of the American Telephone 
Co. against the Dennison Telephone Co. 
The complaint asks for an order requir- 
ing both the complainant and the re- 
spondent to discontinue the giving of 
free service by the telephone exchanges 
at Holton and at Dennison, and fixing 
and establishing the usual and cus- 
tomary toll charges between the two ex- 
changes. 

MICHIGAN 

August 23, 24, 27 and 28: Continued 
hearings in investigation of the rates 
of the Michigan Bell Telephone Co. 

MISSISSIPPI 

September 4: Telephone companies in 
the state cited to appear before the com- 
mission to show cause why a revision of 
rates should not be effected. The cita- 
tion includes the Southern Bell Tele- 
phone & Telegraph Co. and the Inde- 
pendent telephone companies. 

MISSOURI 

August 4° Application of Minnie Bum- 
pass to sell and B. F. Murphy to pur- 
chase the Rosebud Telephone Co., Rose- 
bud, dismissed. 

September 10: Hearing in Jefferson 
City in state-wide investigation of the 
charges made by Independent telephone 
companies for furnishing service to 
handset subscribers. 

NEw YORK 

September 12: Hearing to be resumed 
in New York City in the commission’s 
investigation of the rate schedules of 
the New York Telephone Co. 

The hearing was continued to this 
date from August 16. 

NortTH CAROLINA 

September 11: Resumed hearing in 
Raleigh in investigation of the rates 
charged in eight cities by the Southern 
Bell Telephone & Telegraph Co. 

OHIO 

August 18: The Ohio Bell Telephone 
Co., given authority on its application 
filed recently, to purchase 69 additional 
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shares of stock in the Highland County 
Telephone Co., for $759. The Ohio Bell 
company already owned 6,852.2 shares 
of common stock of the 10,110 shares 
outstanding. 

August 22: Complaint of Mrs. Eliza- 
beth Sampson, who operates the Phy- 
sicians & Surgeons Bureau in Columbus. 
challenging the extra listing charge of 
the Ohio Bell Telephone Co. dismissed 
following amicable adjustment. The 
company was authorized to file a new 
schedule in conformity with the agree- 
ment reached. 

August 22: Order issued directing 
Ohio telephone companies, which file re- 
turns of certain information and data 
requested in recent orders of the tele- 
phone division of the Federal Communi- 
cations Commission (TELEPHONY of Au- 
gust 25) to submit copies of such re- 
turns to the Ohio commission. 

The order further directed each tele- 
phone company in the state, unless oth- 
erwise ordered, to file with the Ohio 
commission a copy of each report which 
it may hereafter submit to the Federal 
Communications Commission. 

OKLAHOMA 

September 3: Hearing on petition filed 
against the Southwestern Bell Telephone 
Co. asking rate reduction in Sapulpa. 

October 2: Hearing in investigation 
of the rates charged by the Southwest- 
ern Bell Telephone Co. in Tulsa. 

OREGON 

August 16: Hearings concluded in 
Portland before Commissioner Charles 
M. Thomas in the state-wide rate inves- 
tigation of the Pacific Telephone & Tele- 
graph Co. 

WISCONSIN 

August 3: Sturgeon Bay & Gardner 
Telephone Co. granted authority to es- 
tablish a temporary toll rate between 
Little Sturgeon and Sturgeon Bay, and 
to reduce its rates for a period of one 
year. 

August 3: Order issued granting the 
Wisconsin Telephone Co. permission to 
establish a temporary toll charge be- 
tween its Sturgeon Bay exchange and the 
exchange of the Sturgeon Bay & Gard- 
ner Telephone Co. at Little Sturgeon. 

August 6: Approval granted the sale 
of the Suring and Kendall telephone ex- 
changes, forming the State Utilities Co. 
of Wisconsin. J. Samuel Hartt, Madi- 
son consulting engineer, is receiver for 
the company’s property, and he negoti- 
ated a sale of the Suring exchange in 
Oconto county to the Commonwealth 
Telephone Co. for $6,500, and the Ken- 
dall exchange in Monroe county to W. 
B. Davis and Joseph A. Novy for $7,000 

August 13: Order issued directing 
that a physical connection be made be- 
tween the Dekorra Farmers Mutual 
Telephone Co. and the Northwest Tele- 
phone Co., both of Poynette, and a toll 
of five cents be charged when members 
on one system call for parties on the 
other system. 

August 15: Order issued requiring the 
Wisconsin Telephone Co. to continue giv- 
ing long distance service to the Weyau- 
wega Telephone Co., the Rural Tele- 
phone Co., and the Fremont Telephone 
Co. until the commission can investi- 
gate the matter The companies com- 
plained that the Wisconsin company is 
trying to force unreasonable contracts 
for long distance service upon them. 

August 31: Hearing in Madison on the 
application of the Commonwealth Tele- 
phone Co. to be allowed to apply its 
Muscoda rates to subscribers of the for- 
mer Basswood-Eagle Telephone Co. 
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Brief Telephone News 
From Various Places 


New Telephone Com- 
panies and Incorporations 


INDIANAPOLIS, INp.—Articles of incor- 
poration have been filed with the secre- 
tary of state by the Telephone Invest- 
ment Corp., 712 Continental bank build- 
ing, formed to deal in telephone securi- 
ties. The corporation has 4,000 shares 
of no par value capital stock and the 
incorporators are P. F. Goodrich, also 
named resident agent, F. W. Dunn and 
Albert M. Campbell. 


Construction 


\LEXANDRIA, INp.— Recent improve- 
ments in the local exchange of the Indi 
ana Bell Telephone Co. have been esti- 
mated at $27,000. 

SipneEYy, Onto.—The Ohio Telephone 
Service Co. plans to spend $10,000 for 
improvements to its plant here in Shelby 
county. 

PHILADELPHIA, Pa.—Several weeks ago 
the directors of the Bell Telephone Co. 
of Pennsylvania approved appropriations 
totaling $4,356,335 for replacements to 
the company’s plant facilities. The new 
appropriations brought the total for the 
year to date to $5,175,349. 


Franchises 
RAYMOND, WAsH.—A new 
chise has been granted the Pacific Tele- 
phone & Telegraph Co. following con- 
firmation by voters in a recent election. 
The vote stood 161 for and 130 against 
The new franchise provides 2 per cent 
of gross revenue for the city, estimated 
) bring about $1,200 per year. 


Financial 


Cuicaco, ILtt.—The Illinois Bell Tele- 

hone Co. has omitted its dividend for 
the third quarter on the common stock. 
This is the second quarterly payment 
that has been suspended since the com- 
pany lost its rate case before the United 
States Supreme Court April 30. The 
last payment by the company was $2, on 
March 31 of this year. 

F. O. Hale, president, said the divi- 
dend was omitted pending a more com- 
plete determination of the effect of re- 
funds now being calculated, the probable 
ultimate effect on revenue of the recent 
reduction in coin-box rates, and a de- 
termination of the cost of preparing 
and presenting the company’s case be- 
fore the Illinois Commerce Commission 
in connection with its recent citation to 
show cause why there should not be a 
further reduction in rates. 

Hicn Pornt, N. C—An increase in the 
capital stock of the North State Tele- 
phone Co. here from $320,000 to $500,000 
Was authorized in a _ certificate of 
amendment to the company’s charter, 
which was filed last July. 


Obituary 
Lynn, Mass.—George H. Lougee, for 
34 years an employe of the New Eng- 
land Telephone & Telegraph Co., and for 
a long time connected with the repair 
department at the local central office, 
died at his home here on August 20. He 
was born in Chelsea, Mass., 64 years 
ago and had been retired for about three 

years from active service. 


25-year fran- 


SouTH WELLFLEET, MAss.—Charles Pe- 
ter Clark, long chief of the rate and 
tariff bureau of the Massachusetts De- 
partment of Public Utilities, Boston, un- 
til his retirement in 1928, died at his 
summer home in South Wellfleet, on Au- 
gust 22 at the age of 75. He was a na- 
tive of Jamaica Plain, Mass., and at the 
time of his death was president of the 
Old Colony Railroad Co., a subsidiary of 
the New Haven system. 

FAIRFIELD, Nes.—M. L. 
ganized and operated a telephone com- 
pany at Fairfield, until its purchase by 
the Lincoln Telephone & Telegraph Co. 
in 1918, died recently of a heart attack. 
After selling his company, Mr. Jones 
acted as manager for the Lincoln com 
pany until he retired in 1931 He also 
operated a jewelry store. 


Jones, who or 


Miscellaneous 


DANVILLE, Itt.—A bill for an injunc 
tion enjoining the county collector from 
collecting a tax on capital stock was 
filed in Circuit Court August 11 by the 
Rossville Telephone Co. against Fred R 
Lloyd, collector for Vermilion county 

FRAMINGHAM, Mass.—A state-wide or 
ganization set up to battle for lower tele 
phone, gas and electric service rates was 
formed here on August 27, Walter E 
Brownell of Boston being named chair 
man. Wycliffe C. Marshall, Watertown, 
counsel for the petitioners for a rate re- 


duction in the recent New England Tek 
phone & Telegraph Co. case, was named 
a committee member to draw up a con 
stitution. 

Lonpon, Onio—For more than 36 
years Grace and Besse Ballenger. sis- 
ters, have worked together in the local 
exchange of The Ohio Bell Telephone 
Co., during which time they have 
learned to identify practically all of the 
telephone subscribers of this city by 
their voices. 

Following her graduation 
London high school in 1902, 
Ballenger became a part-time operator, 
and within five months she had been 
made chief operator. For the following 
28 years the entire operating personne! 
of the exchange came under her train- 
ing, including her sister who started as 
a relief operator in 1904. Recently she 
was made assistant manager of the ex 
change and later became service repre 
sentative, which position she now holds 

Miss Besse Ballenger, now night op 
erator at the exchange, a short time ago 
was presented with a gold medal by the 
telephone company in recognition of 
30 years’ service in the London office 
Miss Grace having received similar re« 
ognition two years ago 

For more than 28 
years of service of the sisters, they have 
served under Manager John W. Byers. 

TirFin, Onto—Daniel E. Quilter, chiro- 
practor, has appealed to common pleas 
court to require the state medical board 
to reinstate him. Dr. Quilter recently 
lost his license to practice because he 
was erroneously listed in the telephone 
directory as an “M. D.” instead of an 
‘Mt. D.”” He sued the Ohio Bell Tele 
phone Co. for $35,000 damages 
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The Manufacturers Department 


Wabash, Ind., Institution 


Installs Stromberg-Carlson 
White’s Indiana Manual Labor Insti- 
tute of Wabash, Ind., an institution for 
poor children operated by the Society of 
Friends, has been in operation for nearly 


Stromberg-Carison Switchboard Installed in 
White’s Indiana Manual Labor Institute for 
Poor Children, Located at Wabash, Ind. 
100 years, yet, until the installation of 
the present Stromberg-Carlson PBX sys- 
tem it never had a telephone system. 
That the officials of the institution are 
highly satisfied and pleased with the op- 
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eration of the system and with the added 
convenience telephone service gives, is 
attested by a letter to the Stromberg- 
Carlson company from C. A. McGonagle, 
superintendent. Mr. McGonagle wrote: 

“Some few weeks ago White’s In- 
diana Manual Labor Institute installed 
an intra-institutional telephone system. 
The 50-line switchboard and the tele- 
phone instruments were furnished by 
the Stromberg-Carlson company. The 
system is working satisfactorily and has 
proved to be a great convenience from 
the administrative standpoint. 

Our staff has found that matters, 
which formerly required more or less 
time to determine, may be disposed of 
immediately and satisfactorily by using 
the telephone.” 

2 s o 
Bulletin on Exchange 
Ringing Equipment 

“Ringing and Interrupter Equipment 
for Telephone Exchanges” is the title 
of a bulletin just issued by the Holtzer- 
Cabot Electric Co., 125 Amory St., Bos: 
ton, Mass. 

The Holtzer-Cabot company for more 
than 30 years has applied its skill to 
the development and manufacture of 
quality ringing and interrupter equip- 
ment for telephone exchanges. 

General information and data on this 
apparatus are contained in this new bul- 
letin. Copies of it may be secured upon 
application to the Holtzer-Cabot com- 
pany by telephone companies, practi- 
cally all of whom are interested in this 
class of telephone equipment. 
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Insulating Lead Cable 


Against Corrosion 

An insulating material called Pernax 
is now used quite extensively in Great 
Britain for sheathing cables which have 
to be under that 
corrosive. 
the past 
nearly 
yards of such 
sheather with Pernax 
have been put into use 
and it is reported 
that the results have 
been highly satisfac- 
tory. 

The most striking commentary upon 
its efficiency is the fact that the engi- 
neering department of the British post 
office has officially recommended Pernax 
sheathing for this purpose by using the 
name in its standard specification. 

Pernax sheathing, while largely ap- 
plied to the British post office telephone 
eables, for drawing into ducts, is also 
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used conditions are 
severely 
During four 
years, 30,000 


cable 


used for sheathing cables required for 
laying in the ground, through sewage 
farms, and also as trailing and conveyor 
cables in coal mines where such cables 
have to stand not merely corrosive in. 
fluences of pit water, but also consid- 
erable hard wear. 

While this material is not manufac. 
tured in America, the Croydon Cable 
Works, Ltd., of Croydon, England, which 
makes it exclusively in the United king. 
dom, are in touch with certain American 
and Canadian cable manufacturers, for 
the purpose of supplying them with Per. 
nax in its basic form, to be extruded 
upon their own cables. This is under. 
stood to be a simple process to those 
who are familiar with the performance 
of extrusion machines. 

That this material is not of ephemeral 
value is shown by the fact that it was 
originally manufactured in England in 
1902, by the same firm as has made such 
a success of it in that country, and 
which is now promoting its use for this 
special purpose of corrosion prevention, 
at least, all over the world. 
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New Transmitter 
for Airplane Use 


A new airplane-type transmitter has 
recently been perfected by Automatic 
Electric Co., of Chicago, Ill., designed to 
effectively exclude all extraneous sounds 
and operate with high efficiency under 
the difficult conditions of vibration and 
noise encountered in airplane operation. 
This transmitter is designed to be used 
both for intercommunication between 
pilots or between pilot and observer, 
and also for radio transmission to 
ground stations. 

Its current-carrying capacity is rated 
up to 400 milliamperes for intercommt- 
nicating use, but it is recommended that 
no more than 100 milliamperes be used 


Transmitter Designed to Exclude Extraneous Sounds and 
Operate Efficiently Under Difficult Conditions. 


when operated in conjunction with the 
radio apparatus, since best transmission 
results at approximately that figure. 

A button is provided for quickly 
switching the microphone in and out of 
the circuit as desired. A rubber-cov- 
ered cord is supplied with the transmit- 
ter, together with a plug which is stand- 
ard with most commercial companies. 





